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The Right Style at the Right Time 
at the Right Price 


Here are two statements made to us this week that 
are worthy of thought. A manufacturer bluntly puts 
it, “I have got a huge organization for the making of 
shoes. If I don’t get a constant distribution in the 
ordinary channels, I am going to make that distribu- 
tion to the public any way that will insure my output, 
and the business suicide will not be in my factory.” 

The other man, a_ shoe 


“getting more shoes sold right.” 

Several shoe merchants have experienced a remark- 
able surprise in the last few weeks by having had “im- 
mediate orders” returned to them from the factory. 
One merchant who has had this experience is at a loss 
to explain it. The letter said “we are very sorry but 
we cannot fill your immediate order because the volume 
of orders on hand is not suffi- 
cient to justify our starting 





buyer, said, “My interesting 
stock is at a minimum—my 


the plant, knowing full well 
that we will have to shut down 


other stock, at a standstill. If 
I knew what to buy to start 
my customers along the path 
of desiring shoes, I would 
have faith in the ability of the 
new merchandise to help move 
the old. I don’t want cheap 
merchandise or cheap prices 
because immediately they pre- 
vail that stock which I now 
own would depreciate so 
quickly that I would be well 
nigh ruined.” 

These two statements show 
the situation of the industry 
in a nutshell. In the one is 


To Our Readers 


Conditions over which we had no 
control delayed publication of the Sep- 
tember 4th and September 11th issues 
of the Boot and Shoe Recorder. Dif- 
ferences between the employing printers 
and their workers caught us with the book 
only partially printed. But rest assured 
that subsequent issues of the Great 
National Shoe Weekly will achieve their 
customary regularity. We know we can 
count on your patience and allegiance in 
this rather trying situation. 


again after ten days’ work.” 
And there you have it. 
Unless a sufficient number 
of merchants have faith in 
their ability to buy and sell 
footwear in orderly fashion, 
week in and week out, in their 
safe and conservative stores 
and communities that have for 
years accepted footwear in 
values, sizes and fittings, it is 
certainly apparent that some- 
thing is wrong somewhere. 
Let sixty days of “empty sell- 
ing” pass and soon you will 
see an ambitious effort to 





seen the desire to force dis- 








tribution despite consequences. 
In the latter is seen the wish 
to encourage more distribution by way of style—to 
stimulate a sluggish consumer demand. 

The remorseless logic of shoe and leather mathemat- 
ics can lead to only one conclusion—that consumer 
demand can be made active either through the medium 
of style or through that of price but that it is far better 
that these two be combined: 

The right style, at the right price, at the right time. 

And these elements are epitomized in the slogan— 


serve up to the public some 
real style numbers. 

Some manufacturers found that when they came te 
purchase “A” grade leathers to fill some of these im- 
mediate orders that there was a decided scarcity of 
fine leather in the market and that price wasn’t the 
factor at all. 

No tanner will put in a batch of leather knowing that 
he will get 10 per cent on the “A” grades that will 
move instantly and 90 per cent of “B,” “C,” “D” and 
“culls” that.may stick on his shelves for years. There 








D2 BOOT AND SHOE RECORDER 


are millions of dollars of low grade leather stuffed in 
the warehouses without a taker. Can it be that the 
only demand in this country is for top grade materials? 

One of the large buyers of shoes has seen an ad- 
vantage in the present situation and has ordered a 
huge volume of smart staple footwear for delivery 
in February, March and April and the very size of 
his order and the safety of his concern as a credit risk 
has made it possible for one factory to start work with 
practically nothing but this one order on its books. 
This buyer is convinced that there will be a demand 
for shoes from the consumer in March, April, May and 
June. This buyer is also protecting himself in case of 
a boom in buying. The buyer figured it out that higher 
standards of living through a higher wage scale could 
mean nothing but high prices for shoes—not the in- 
flated prices caused by frenzied demand but the well- 
figured out prices of shoes on leather which was bought 
at safe figures. 

There certainly must be a great number of mer- 
chants with well-established businesses who realize that 
there can be no three and five dollar drops in prices 
of newly made up merchandise and that the safe thing 
to do is to order in advance the shoes that they have 
been selling year in and year out. Here’s the way 
to figure it out: 

“I won’t be taking a chance on my staples, the 
bread and butter shoes of my line. Of this I am sure. 
And I am safe in buying providing I am assured of the 
right price.” 

The testing out as to the right price comes with a 
comparison of values of two or three showings by trav- 
eling salesmen. With some 1,300 or more shoe fac- 
tories in competition, you may rest assured that 
none of them is going to be flighty on prices when it 
has staring it in the face such a tremendous competi- 
tion. And in the long run a 50-cent difference doesn’t 
compensate for being “up in the air.” 

Now when it comes to the novelties, the irresistible 
pressure of style can be relied on to arouse consumer 
interest. Style cannot be resisted. It makes its own 
way in the footwear and apparel field and the merchant 
who holds back usually finds himself head-over-heels in 
the new style a month too late. The very timeliness 
of style is what makes it a great stimulus to business. 

Will the public buy its usual volume of shoes next 
spring? It always has, by heck, is the answer, unless 
some disorganizing influence prevails. The vision of 
the hour cannot sense such a possibility in view of the 
months of liquidation and careful financial preparation 
that all industry has been going through. Stick to this 
one certainty—the public will buy shoes and the fore- 
handed merchant who has them in sizes and widths 
in the types wanted is the man who profits. 





The High Cost of Government 


There are six weeks ahead of us of political turmoil. 
The front pages of the newspapers will feature the 
candidacy of politicians, their merits and demerits, 
their platitudes and platforms, and by the first week in 
November the American voter will be grasping for 
breath. When thé elections are over, congratulations 
will be in order not so much to the successful candi- 
dates as to the big mass of Americans who have passed 
unscathed through all the turmoil. Then the average 
American citizen will forget all about why the man 
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was elected and proceed with the ordinary duties of 
regular life. 

How fortunate the politician is that the American 
public so soon forgets why he is elected and what he is 
elected for. In September we look upon the election 
of the President as a vital issue; in the middle of No- 
vember, we.consider it of “no interest at all” and pro- 
ceed to forget the chief of our government and the 
men to whom is intrusted the disbursement of billions 
of dollars. The speeches in advance of the election 
may be full of denunciation and condemnation of cer- 
tain economic and international wrongs, but once the 
grand electoral day is finished—sweet oblivion! 

Usually we give the incoming President a year or two 
of grace when we withhold all criticism of him and 
his policies, and accept him as being the finished prod- 
uct of American administrative ability. He becomes 
the government and we all wish him well. 

Will it be different this year when the business man 
sees facing him a treasury budget of staggering pro- 
portions with an income from regular forms of taxa- 
tion lower than that of last year? There certainly will 
not be the great surplus taxes coming from excess 
revenue that there were a year ago. Will we come into 
a period of tremendously increased, concealed taxation, 
or will it be an adoption of the one per cent on sales 
in addition to the various methods of taxation now 
being used? Concealed taxation has long been one of 
our pet American financial vices. People seem to 
shrink from facing the itemized bill. In Europe a hotel 
bill is a wonderful work of art, combining the cost 
(dish for dish), light, heat, tippage, etc., etc., but in 
America the hotel puts the charges in big lumps and 
the public pays the total without demur. We do not 
want to face details. We like to be robbed in our own 
particular, careless fashion. 

A business man should not be afraid to look at details 
and he certainly does not expect to be let out of paying 
a fair share of public burdens. He will have to be on 
guard. The high cost of government is a contributing 
factor to the high cost of living. A little more atten- 
tion should be paid to the fact that the right to tax 
is the right to destroy. 





Be Prepared with Rubbers 


The money that rolls into the retail shoe store by 
reason of the fact that the store serves all footwear 
needs is not measured alone by articles of leather. 
Handsome extra profits have been made through the 
sale of findings, high-grade gaiters and rubbers. 

There is always a speculative side to the sale of 
rubbers, arctics and overshoes. It is a question of 
weather. No one can predict with certainty the volume 
of business. Anticipation of rubber needs this season 
has been greater than ever before. Merchants look 
back to the past season when, in the height of mid- 
winter, the frantic demand came from the public and 
there was not supply enough to satisfy it. 

There are more styles and more fitting values in 
winter rubber footwear than ever before. Many a 
merchant considers that last winter was a rubber wear- 
ing winter and the law of averages this season will 
even up for the weather of last year, but “you never 
can tell,” 

One of the prominent clothing manufacturers spent 
more than $5,000 in studying the fluctuations of tem- 
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perature and the prevalency of storms over a period 
of 100 years. The entire result of the research was 
worthless. He found no rule nor rhyme nor reason in 
the weather calendar. 

The result of this research did, however, determine 
one thing and that was, “Be prepared for any and all 
sorts of weathers in any and all districts of the 
country, at any and all times. 

The merchant who has the material on hand is the 
man who is the profit-getter on all the varied lines of 
a well-equipped footwear store. 





Select a Good Style—Collectively 
Push It 


It certainly is a strange attitude which some members 
of the trade appear to take regarding shoe styles and 
the public. To put it in the fewest words, their atti- 
tude amounts to about this: 

“We are going to sit here and give the public every- 
thing it yells for in the way of freaks, novelties and 
fantastical notions of all sorts. We do not presume 
to exercise even the least guidance in the matter of 
shoe fashion. We will let the public set the styles and 
call for whatever it wants.” 

Just why the trade should surrender its power and 
privilege of guiding and influencing the public in its 
purchases of footwear is hard to understand. Is real 
salesmanship becoming a lost art in the stores which 
make this confession of weakness? 

Needless to say, the strongest shoe stores do exercise 
a guiding influence on customers’ buying, and, in fact, 
are educating the general public as to the principles of 
shoe style—just as dealers in men’s and women’s cloth- 
ing, hats or jewelry do. The thing to do is to “get 
together.” 





Preparing Reading Matter for 
Busy Men 


There is one thing the RECORDER keeps telling not 
only its regular correspondents, but its occasional cor- 
respondents, as well. That is, CONDENSE—and 
come straight to the point. The business man of to-day 
has not time to read long articles. He must get to the 
point quickly, or he won’t take the trouble to get to 
it at all. 

The RECORDER is, above all things, a business man’s 
journal. It goes to proprietors of stores, some of them 
the biggest in the world, others more moderate sized, 
and to their sales forces. But it does not go to loafers 
anywhere on earth that we know of, nor to men who 
have time to kill. Our readers are successful shoe 
men, and the successful shoe man of this day and age 
is a man of business habits, to whom you have to talk 
quickly if you want him to listen to you. The RECORDER 
has moved steadily, but perhaps conservatively, in the 
direction of variety of typographical display in its read- 
ing pages, for the sake of enabling the reader to grasp 
the thought more quickly. We believe our efforts in 
this direction have been successful. It has not been 
overdone, and we most assuredly are not desirous of 
being considered intentionally sensational, in any par- 
ticular whatever. We simply want to save the time 
of our readers, knowing it to be valuable. 
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Holiday Trade Prospects and 
Planning 


Under this heading the Dry Goods Economist in 
its current issue makes a few suggestions which may 
well be given careful consideration by the retail shoe 
merchants of the country. “What,” says the Econ- 
omist, “is the outlook for Christmas trade? And 
what methods ought I to pursue in making my 
preparations for taking advantage of the opportuni- 
ties that will present themselves? The following 
considerations will probably aid in reaching a con- 
clusion: 

“Present general conditions point to an excellent 
holiday trade this year, but in some respects a differ- 
ent kind of trade from that of last year and the year 
before. Go where one will, one hears the same story 
of lessened extravagance on the part of the public. 
From this standpoint it is well worth while for mer- 
chants to give considerable thought to the kinds of 
merchandise to which they will devote their principal 
efforts. Retailers as a rule can recall numerous in- 
stances that came under their observation last No- 
vember and December, where people bought articles 
far beyond their means and with an entire lack of 
judgment in other respects. The head of a large de- 
partment store in a Western center told us early in 
the year that although he had to sell the customers 
the goods they asked for, many of the purchases 
made in his store during the holiday season that had 
just closed were of such a nature as to cause him to 
feel disgusted with the customer’s lack of sense. And 
no doubt many other retailers were.similarly im- 
pressed. We believe there will not be so much of that 
kind of business this coming season. People will buy, 
and buy freely, but they will use more discrimination. 

“They will not ask so often, when told the price, 
‘Haven’t you something better?’ On the contrary, 
most people will probably continue to scrutinize prices 
much as they have been doing since the holding of 
the numerous and widely discussed sales of last. 
spring. 

“But, as said, the outlook is that the public will 
buy freely. The bountiful crops are now adding new 
wealth in vast quantities to the country’s resources. 


Millions and millions of dollars are about to be spent 


by the railroads for new equipment. Transportation 
is already loosening up, and is thus increasing the 
flow of commodities. This will revitalize building 
and other industries which have suffered from lack 
of materials. The continuance of credit restrictions, 
although it adversely affects the purchase of mer- 
chandise by distributers, and delays the construction 
and equipment of new plants, gives strength and sta- 
bility to the fundamental conditions and thus tends 
to create that confidence which is essential to active 
business. 

“Bearing these facts in mind, the wise merchant 
and department head will, more than in other seasons, 
study his community, its possibilities for holiday 
time purchasing, its consuming capacity. The mer- 
chant will begin now, if he has not already done so, 
to plan out a live, pre-Christmas period publicity cam- 


paign.” 
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Distinctive Footwear for Next Spring 


Remember That You Are Buying to Sell Again and That Smart Style 
Has An Important Place in the Shoe Field. 


There is logically no reason why good style should 
not be in great demand next spring. 

The one word that seems most indicative of the 
development of style in apparel and footwear is the 
good American word “smartness.” In smartness of 
footwear you get a full utility of the tested colors 
made up in the tested materials going into footwear 
of better workmanship. Continuity of style and foot- 
wear can be achieved only by a diversity in leathers. 
To regulate your buying so that it falls only upon 
tan and blacks is to stifle your opportunity for volume. 








BROWN CALF AND SUEDE 
A clever covered heel model with perfect color 
blending. Gold plated ornament on strap. 
Selected from the line of the Duttenhofer 
Stevens Co., Cincinnati 

















that utility wears out fewer pairs “than the fashion.” 
A Look Towards Spring 


If among the many gifts that have been bestowed 
upon mankind there had been added that of fore- 
telling coming events, a great deal of peace of mind 
would have been saved to the merchant dealing in 
wearing apparel of all sorts, but especially to him 
dealing in shoes and footwear. 

The one greatest plaint that goes up from the shoe- 
man is: “How can I tell what will be sold next sea- 
son?” There is no certain answer to this at any time. 

Of course there are helps. The retailer has his 
opinions and his reasons for them. The traveling man 
gathers a consensus of such opinions, and from them 
draws conclusions that will apply in a. general way. 
The RECORDER draws from all these and other sources 
of information, and duly presents a summary. 


Complete Assurance on Vamp Lengths 


There is absolute assurance that the medium length 
of vamp, 3%%, 3% and 3%, is positively safe for current 
styles and for spring, 1921. The definition of this 
length of last has been proven by an, examination of 
the representative style lines, and the opinions of 
merchants the country over. This medium length of 
last is no new type to the shoe trade. It is the standard 
last prevalent three years ago, and it has been in 
consistent vogue for many years up to the time when 
lengthening of lasts became the fad. Upon this last 
of medium length, medium width and recede toe better 
fitting values can be made. 

Type of Heel Important 


With foundation of the last assured, the second 





We have passed by the war influence on footwear 
colors and all such modifying restrictions that tended 
toward a curtailed wardrobe in footgear. The trade 
has difficulty in realizing that the time has come for 
a change. 

It ordinarily takes two years for a style to get into 
full swing in women’s footwear. In men’s footwear 
the time is greater, usually being about five years. 


Trade Will Speed Up for Holidays 


Merchants and manufacturers are realizing that so 
far as September business is concerned, an impetus 
in trade will hardly come in the weeks remaining in 
sufficient volume to be termed other than “nibbling.” 
But what of October, November and December? 

If the merchant has faith that the public will have 
money to spend in holiday buying, the answer rests in 
his decision to buy and sell actively to overcome the 
trade inertia which is to-day apparent. There is hope 
for the holiday weeks if smart footwear and new 
styles interest that large portion of the public which 
buys shoes for both style and utility. If the showing 
of footwear is not tempting enough to interest the 
customer in style, you will soon appreciate the fact 





BLUE AND WHITE CALF 
A unique pattern with whole quarter, seamless 
back drawn over into a strap with buckles. 
Clever, say we 
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problem in style building is the type of heel. Here 
there is a wide variety due to the fact that heels are 
now built to conform to the purpose for which the 
shoe is intended. 

There is a better balance of heels after several sea- 
sons of “run-a-way” types, all on the high Louis 
' pattern. Cuban heels are in strong favor and the 
novelty heel of the season, calculated to be of excellent 
style value next spring, is the Paris Louis heel having 
Cuban back and Louis breast. Practically no heels are 
in height greater than 16/8, the most popular number 
being in the Cuban design, 14/8, leaving to the 16/8 
the Paris Louis heel and the regular Louis heel. 
Many shoe men, stylists of ability, consider the season 
one of heels rather than of foreparts. The selection 
of the heel, true to the type of shoe—then smartness 
of pattern—and what more do you want for salability 
for the holidays and for early spring? 


A Revival of Boots 


A revival of boots starts the fall season off under 
October dating. “Push the idea along.” It is well 
worth the effort. The more sales of boots, the more 
the extra profits. Eighteen months of oxfords makes 
interesting a period of change to boots. One argument 
that is always good is that “by wearing boots in 
winter women get slimmer ankles, thereby making 
more attractive the low footwear of summer.” 

As the boot proposition stands now, it looks as if 
a fair acceptance of 9, 10 and 11-inch boots in the 
novelty trade this fall will make positive a boot demand 
for Easter, which, as you know, comes March 28. 


Widest Possible Variety of Patterns 


As to patterns, there is in evidence as wide a variety 
of patterns as is in the ability of the pattern maker to 
create, the salesman to invent and the cutter to fashion 
with his knife. What a tremendous opportunity for 
variety in footwear to please the public! 

There are definite indications that smart footwear 
on new patterns is acceptable on all materials. One 








Why not polka dot perforations on tip and 

ue for real variety in a two-eyelet tie? 

The underlay is in — upper in golden 
Town 
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has but to remember the quick popularity of fancy 
oxfords in white and colors for sport wear in July 
and August. The effect of this first try-out of novelties 
was encouraging. Therefore there is great interest in 
pretty footwear not only in black and tan but in blue 
and gray. One of the smartest numbers so far tested 
out in the New York trade is the blue kid boot with 
cut-outs underlaid with blue suéde. 

The Roman boot, button fastened, in blue, henna, 
golden brown and patent, has shown an interesting 
demand at every store that has tried them out as 
novelty “bait.” 








NEW BRACELET SLIPPER 
Twin buttons on twin straps in an all black 
satin slipper selected from the line of Rogers 
Bros. Co., St. Louis 




















Cut-outs, Insertions, Underlays 


Boots with cut-outs, insertions, underlays and a wide 
variety of ornamentation on the top encourage novelty 
sales. In a time of change of style, the industry in- 
variably accepts one number as a type worthy of gen- 
eral acceptance in the trade in following years. In 
all probability there will always be a demand for the 
colonial, due to the fact that the tremendous popu- 
larity of this ornamented type of shoe of low effect 
made a lasting impression upon femininity. 

There is a worthy acceptance of ornamentation 
within the leather this season, next season and all 
seasons, and now that it is being developed so highly 
in style footwear, it properly should be encouraged. 


Parisienne Strap Effects 


In low effects, the influence of Paris has been most 
apparent the past six months. There have been strap 
effects, bracelet patterns, beading, inserts and a wide 
variety of materials. There is no one type of strap 
pump that has assumed the importance once possessed 
by the Theo tie. There is a possibility of the twin 
straps straight across the ankle, button fastened, har- 
ness buckle fastened or with slip-button attachment. 

Strap pumps and the severely plain opera pump 
have characteristics of simplicity that may bring them 
into remarkable favor when you consider that you 
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SILVER GRAY BOOT 


Rarely have we seen a smarter boot in all gray. 
It has perforated tips and top. The softness 
of the color is distinctive. Selected from the 
line of the Julian & Kokenge Co., Cincinnati 
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worth of business in this world. People are spending 
hundreds of millions of dollars for articles of wear 
which do more than serve the primary necessity of 
affording warmth and covering. There is no reason 
why shoe dealers should not have a share of this 
business. They could have a larger share if collec- 
tively they took more interest in educating people up 
to want these things, and to want fit shoes for different 
uses. 


Some of Fashion’s Vagaries 


Extremes meet. Now that there seems to be: some 
prospect of revived interest in blue kid for women’s 
footwear, the milliners have taken to using white kid 
for women’s hats, this being a fall notion, according 
to a periodical devoted to that trade. The leather is 
stretched over forms—and possibly hat-lasters will be 
in demand. 

This idea came into use during warm weather. It 
seems that some of the fool fashion whims which we 
have had during the past year or so have been attribut- 
able to the haste of American women visiting Paris. 
They go there in midsummer; and, not contented with 
a view of summer styles, up to date, they insist that 
the fashion producers show them goods which they 
have prepared ahead of time for fall. For example, 
they found the Paris clothing artists in midsummer 
preparing felt and velvet costumes for fall and winter 




















can make them up in blue, gray, six or seven grades 
of tan, patent, black and white. On a plain pump of 
this sort the 35-inch vamp looks best. We note 
novelty even in lace oxfords. Some smart numbers of 
bluchers have come into vogue. 

All of these style pointers are of current interest as 
well as of spring importance. Styles are in the making 
in September. The right shoe at the right price is 
usually determined in the eight weeks’ selling season 
of the traveling man on the road. Keep an open mind 
on style, make the Acceptance of each number depend 
upon its salability in your community, always giving 
some slight advantage to the fact that you want a 
stimulating style to make more pairs salable. There 
are many factors of importance that bring about the 
signing on the dotted line an order for shoes and 
invariably a buying decision made now carries with 
it a determination to have a real selling campaign to 
merchandise that footwear when it comes to hand. 
Start both simultaneously. 

Shoes for Different Purposes 


It is no doubt true that many women clothe their 
feet most inappropriately. There is quite a field for 
education in the direction of buying different pairs 
of shoes for different purposes. An evening slipper 
has no business on ‘the street. A tan walking boot 
does not fit with an evening costume; nor is it suitable 
to wear at an afternoon tea. 

The shoe is at least as important as the proper choice 
of headgear, or any of the rest of the costume, and it 
is choice and fitness and taste in the matter of just 
such things that make a great many millions of dollars’ 









SILVER GRAY AND PATENT 
The smartest boot of the creative season is a 


whole quarter in silver gray kid with per- 


forations 
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It wouldn’t do for rich American women to 


wear. 
manifest any common sense whatever in the matter 
of fashion, so they proceeded to put on the fall stuff 
and wear it, and the crazy absurdity of velvet dresses: 
in summer saluted the public. This white kid hat idea - 
came into use in about the same way. However, like 
the velvet, it may last until winter. 


“All Together Now” 


Possibly this early introduction is to the interest of 
producers of costumes and hats. It is easier for them 
to follow along with the same stuff for the common 
people. When they shout “All together, now—every- 
body into velvets and satins!” the way is paved for 
the velvets and satins, and they go strong. 

Incidentally, almost every line of goods seems to be 
better prepared for getting the public united on styles 
than the shoe business is. One great reason is that 
the producers of these goods get together and decide 
what they are going to do, and then work together 
instead of working at cross-purposes. 


Get the Full Style Value 


There are thousands of people who never even see 
some of the shoe styles which are put forth with such 








Something new in the West is this tan satin - 
top boot with bracelet type overlay quarter in 
tan calf 
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BROWN SATIN AND KID 


Quite some novelty pattern worked out in lacz 
stay and top. Selected from the line of Johan- 
sen Bros., St. Louis 























haste. There are plenty of men and women who go 
into a store in the spring and buy enough footwear 
to last until fall, then go back for their winter supply. 
They can’t see all the styles on show, anyway; and 
all the “midseason” styles that come dashing out every 
few days in the midst of the season’s fever of novelty 
they most certainly do not see, for they are not looking 
for shoes and are not at all interested in shoes at that 
time. 

We have said before, and will say again, that the 
American shoe trade has not gone halfway in realizing 
or exhausting the fashion value of the innumerable 
styles that it has been putting forth. Before more than 
a small fraction of the public get their eyes on many 
of the new offerings, the dealer stocks some still newer 


,thing. 


And time after time customers have come into the 
store, cast a fishy eye on the new stuff, and turned to 
the same old style they had bought the season before. 


“Cash, and Wear ’Em Home’’ 


Present the medal for the week to the shoe merchant 
who advertised: 


“Pay Cash, and Carry ’Em Home” 


It’s his contribution to the national campaign to 
reduce delivery charges. The Council for the National 
Defense figured in war times that it cost anywhere 
from 5 to 30 cents to deliver parcels from stores to 
homes. 
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What I Think of Women’s F ancy Shoes 


Taken From Address Made by Tom W. Sherron of Memphis Before 
Chicago Convention of Illinois Shoe Merchants 


With reference to fancy shoes, 1 think if we go 
into the discontinuance of ladies’ fancy shoes, we had 
better get out of the business and get into something 
else. Fancy shoes, as we all know, are the life and 
money of the shoe business—and if we discontinue 
them, we might just as well discontinue the business, 
because there isn’t a man in this hall this afternoon 
who can’t go out and get a salary that would pay 
him more than he could make out of the shoe busi- 
ness with all his investment. 

We have to have military heels, and Mr. Meyer is 
right—you sell the lady a pair of military heel boots 
in September or October and she doesn’t need an- 
other pair of boots until next spring. 

Style in the South 

Furthermore, down South—and we are no differ- 
ent than you are in Chicago, New York, Philadel- 
phia, or anywhere else—it is about the same except 
the further south you go the lighter footwear you sell 
—but the general style is there just the same. We 
may use a larger portion of kidskin where you use 


more calfskin; we, sell a great many turns, and the 
southern cities are not all the same. You take two 
cities in our own state and we sell, to a certain ex- 
tent, different footwear altogether. 

Nashville, for instance, is a great college town and 
they sell a great many more heavy shoes to the ladies 
than we can sell in Memphis. Memphis is a com- 
mercial town and there is money there, too. We are 
right in the heart of the finest farming district of the 
South, and the biggest lumber industry of the world 
is the hardwood lumber industry of Memphis, so we 
have a great many wealthy people in and around 
Memphis. They make money and spend it, and they 
want the fanciest stuff they can get. 


A Round Table Develops 


Our ladies dress very light all the year round. 
While we sell a great many light boots, turned boots, 
turned oxfords and turned slippers, we also sell quite 
a few welts and we sell the fancy goods and get the 
price.. Price never stops them from buying. 

FRANK P. MEYER:—What’s the average price of 
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your shoes and what percentage of low shoes will 
you sell this fall? 

Mr. SHERRON :—I think we are going to sell boots 
this fall like we have sold them in previous years: 
We start to sell them in September. 


Must Have Fancy Boots 


Ladies don’t come into our store the latter part of 
August and the first part of September because it’s 
too cool for oxfords, but they want to change the 
style; they don’t come in in January and February 
and begin to discard their boots and oxfords because 
it’s getting too warm and want slippers, because 
that’s our coldest month—we don’t have any cold 
weather until January. Consequently we must have 
fancy boots. ; 

The traveling men when they come through in 
spring all talk oxfords—brogue. The ene who placed 
the fewest orders for the fewest number of pairs I 
believe is the best off. I bought some, but I don’t 
believe I will ever sell brogues if I have to throw 
them all into the Mississippi River. We have some 
high school girls there and we sell them some, but 
we must have fancy shoes. 


Some French Heels 


The question is, what shall we have? What shall 
the fancy shoe be? That’s what I’m up here trying 
to find out. I have been all around the wholesale dis- 
trict this morning and I am up here gathering what 
information I can—not trying to impart any because 
I have none to impart. I was up at the Palmer House 
yesterday trying to find out the same thing, but from 
what I learned from the men with whom I talked, 
they don’t know any more about it than'I do and I 
am only getting a little confirmation on what I think 
myself, and I find that they also think we must have 
fancy shoes. 

We are going to sell some French heeled shoes. 
If my wife goes out in the afternoon to a card party 
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or a tea and puts on an afternoon dress, she is not 
going to wear a pair of brogue oxfords; if we go 
out when I get home in the evening, possibly for a 
game of bridge, or going to the theater or out to the 
country club or to a dance, do you suppose she is 
going to wear a pair of military heels? No, she 
wants some kind cf a nice light shoe. If it’s a formal 
party, of course she will wear her evening slippers. 
The thing to do is to talk style and fancy shoes and 
try to increase the sales in your business. We look 
at our books and see that the sales have increased 
in dollars and it looks good—possibly away ahead of 
three years ago, but you go back and compare pairs 
of shoes sold and you find that you haven’t sold so 
many. You have dollars and cents, and as soon as 
the dollars and cents goes off in the price of shoes, 
you are going to see the difference. 


People Starting Price Rebellion 


Don’t let the manufacturers kill the fancy shoe 
business. They don’t want to kill it, understand, but 
just help them to relieve the fancy shoe market. 

In answer to Mr. Meyer’s question of what will be 
the price for shoes, I think with all the money we have 
down there our people are just like your people— 
they are beginning to rebel on what they consider 
exorbitant prices; they believe we are profiteering © 
because they have been led to believe that we are 
profiteering, and we can sell them a pair of boots 
for $16 or $18, but when it gets to $20 or $22 they 
rebel, and I don’t blame them, because they should be 
able to buy a pair of shoes for about $14 or $16. 

We are trying to hold our purchases to where we 
can retail at a legitimate profit at $15 and $16. We 
are going to try to do that in our men’s line, too. 
We want to make $15 or $16 the maximum. I don’t 
know that we won’t dress up a certain shoe with 
some beads in order to get more money for it, but on 
our high grade boots we want to sell them within 
that range. 








Important Changes With Buyers 


Michaels to Miller’s, Cohen-and Foster to 
Saks and Benedict to Stern’s 


NEW YORK, Sept. 9.—Important changes among shoe 
buyers in some of New York’s largest and best known 
department stores have just been made, and others are 
pending. Joseph Michaels, one of the most widely 
known shoe buyers of New York, who for the past 
seven years has had charge of all shoe buying for 
Saks & Co.’s store, is to end his duties there October 1. 

On that date he will take up new duties as general 
manager and buying consultant for all four of the re- 
tail shoe stores now conducted in New York City and 
Brooklyn by the I. Miller Corporation. Other stores 
are to be opened by that firm in the future. 

Mr. Michaels’ work at Saks & Co.’s store is to be 
divided and two shoe buyers will replace him. In fact 
they have already taken up their duties under the 
tutelage of Mr. Michaels. 

Richard Foster, until recently with Filene’s in Bos- 
ton, and prior to that time with B. Altman & Co., of 
New York, has assumed new duties as buyer in the 
men’s shoe department of Saks & Co. 

Edward Cohen, shoe buyer.for Stern Bros. during 


the past'two years, has resigned and taken the position 
as buyer of women’s and children’s shoes for Saks 
& Co. 

Sidney B. Benedict, who has been connected with 
B. Altman & Co.’s store for the past 17 years, and 
for some years past has been buyer for the women’s 
and children’s shoe department, has replaced Mr. 
Cohen at Stern Bros.’ store. Mr. Wilson, buyer in the 
men’s shoe department of B. Altman & Co.’s store for 
the past two years, has also resigned. At the store it 
was stated that definite arrangements have not been 
completed to replace the two buyers. 





Gotham Firm Gives Bonus 


NEw YorRK, Sept. 9.—The London Shoe Company, 
195 Chrystie Street, announces that it has just paid a 
bonus to the sales force of all its stores for a period of 
four months, from March to July. The records of sales 
transacted by each salesman show splendid results. 
The bonus paid to some of them has exceeded $100.00. 





That store clerks should wear rubber heels is the 
recommendation of “The Taylorite,” the house organ 
of Wm. Taylor & Son, Cleveland, Ohio, merchants. 
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Shoe Fitting in 1920 


“Recorder” 


Lesson No. 17 


The better the fit the better the wear. Price and profit then become a pleasurable acknowledgment 


of 


service 





New faces at the fitting stool mean a keen interest in 
the first principles of shoe selling. Scarce a store in 
the country but numbers the addition of men whose 
knowledge of feet and footwear is limited to the “first 
hand” knacks of getting sales. If by a series of 
AUTHORITATIVE ARTICLES we can give more 
light on “the first duty of retail shoe salesmen— 
fitting human feet”—then we will have started our 
1920 educational program correctly. Study these 
types and apply the suggestions to your fitting-stool 


experience. 








The Great Toe—Lesson No. 17 . 


Important as are the preceding lessons, the pres- 
ent one, No. 17—The Great Toe—offers many trou- 
bles and great danger from ill-fitting shoes. 

On the great toe depends the art of graceful walk- 
ing. The great toe forms a lever which throws the 
body forward in walking, and too great care cannot 
be exercised when fitting to give ample length, in 
order that the great toe be not forced bagkward and 
out of the perfect socket formed by nature, and the 
free articulation with the phalanges, to which the 
great toe bone is attached, thus causing the cus- 
tomer to “clump” along and forever lose the grace- 
ful spring so evident in the perfectly normal foot. 


Evil of Short Fitting 


Fitting a shoe too short hampers the natural func- 
tion of the great toe. 

It not only forces the great toe out of the natural 
socket but produces inflammation and later on osse- 
ous growth, at its junction with the phalanges, only 
to end in an enlarged joint or bunion. 

Ingrowing nails are also produced by short fitting 
of shoes and hose especially if the toes of the shoe 
be narrow. 


The Effect of It 


Thoroughly to appreciate the effect of a short shoe, 
slip the stocking off a foot which has been encased 








The How and Why of Treating Troubled Feet as 
Solved by Experts Who Have Met With Every Form 
of Foot Trouble 


in short shoes. You will notice the end of the toe 
to be a dull red, the ball or joint much inflamed, the 
flesh on each side curled up over the nail and the 
sharp points of the nail growing downward and im- 
bedded in the mat under the nail. The toe will be 
crowded inward. and the whole foot will be in a sad 
state of distress. Narrow toe shoes, especially those 
with high heels, which cramp the anterior part of 
the foot cause many foot troubles. 

Perhaps some of you have experienced this condi- 
tion. If you have not just draw on your imagination 
a little and you will experience the hot, fiery, throb- 
bing pains in the great toe joint. There will be no 
pain in the end of the toe—that portion becomes 
numb. Press your thumb over the edges of the flesh 
which has curled up over the toe nail and you’ll feel 
the sharp twinge caused by the nail piercing the 
nerves of the mat under the nail. 


Short Shoe Evil 


All this and more can be caused by a short shoe. 
Have you the right to inflict this torture on your 
customer just for the sake of making a sale? There 
is only one sure way of knowing if a shoe is long 
enough and that is by measuring the foot. The first 
thing you should do after removing the old shoe is 
to measure the foot. It is fully as important to 
measure the foot of the child as that of the grown- 

(Continued on page 66) 
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outbreak of typhoid fever cases in New 

York City. For some time the health 
authorities were unable to trace them to the 
source of infection. Finally they ran them down 
to a woman employed as a cook, who was carry- 
ing around typhoid germs, to which she was her- 
self immune, but which played havoc with other 
people. They named her “Typhoid Mary” and they 
separated her from her job as a cook, so that she 
could no longer infect others. 

Too many of us are “Typhoid Marys” of pessi- 
mism. There is nothing really the matter with 
us. We are not even scared ourselves, but we go 
around talking as if we were, and all that we ac- 
complish is to scatter germs of fear which infect 
others and do harm. 


I have just had a talk with a business man who 


N FEW years ago there was a mysterious 
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TORO ROTO OOO OOO OO 


(Reprinted from The American Magazine) 


Don’t Be a “Typhoid Mary” of Pessimism : 


has traveled in forty-five out of forty-eight states 
since March Ist. He says that the condition of 
our country is wonderful. He says that if people 
would shut their mouths talking about possible 
panics, and go on about their business we would 
“be in for’ a period of prosperity the like of 
which we never saw. 

He says that he has made a point of going into 
smoking cars and listening to men’s conversation. 
And he adds that everywhere he has been he has 
found these carriers of pessimistic talk. Some of 
them are traveling men who have had trouble 
getting the goods with which to fill the orders 
they have taken—so they wander about the coun- 
try saying that things are “going to the demni- 
tion bow-wows.” 

Stop going around like a “Typhoid Mary”’— 
not sick yourself, yet spreading the germs of 
fear! THE EDITOR. 
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“Please Buy” Has Become the New Slogan 


“Take-It-Or-Leave-It” Attitude Toward the Public Has Passed Away 
—Written for the Recorder by R. L. Prather, of Cincinnati 


For the past four or five years, we have all echoed 
the old man who said to his wife: 

“All the world’s awry, Betsy, except me and 
thee, and thee’s a little bit peculiar.” 

To-day we are beginning to admit that even “me” 
is, or has been, a little bit off. 

We've all been on a brain spree, or suffering a 
temporary mental aberration. We have all been just 
a little bit guilty of selfishness and indifference toward 
the welfare of others. Some have. been outrageously 
piggish while others have been only mildly grasping. 


The Consumer “Worm” 


Some manufacturers have taken advantage of condi- 
tions unjustly to gouge the little fellow. Some mer- 
chants have undoubtedly been unfair in their dealings 
with consumers. Labor, organized, has in many in- 
stances taken unfair advantage of national crises to 
extort more wages and give less in return for them. 

It has all been passed on to the great American 
goat—the unorganized consumer. Perhaps we should 
say “worm” instead of “goat.” A goat would not stand 
for some of the things the poor consumer has meekly 
accepted as his fate. 

Well, people, the worm has turned. He has at last 
found courage to resist the repeated injustice heaped 
upon him. And, sure’s you’re born his turning has 
brought us up with a jerk. 


The “Worm” Becomes a “Mule” 


When the worm ceased buying anything at any price, 
when stores stood empty and sales force idle, it brought 


us to our sober senses. Some of us, tempted the worm 
with “reduced prices.” No good. When a worm turns 
he turns. And he becomes stubborn. He has learned 
that he can get along pretty well with old shoes by 
the aid of repair shops. His old hat and suit may 
last a few months longer. Well, he guesses he doesn’t 
care to buy anything at all, thanks. 

This causes a lot of people to stop and think deep 
thoughts. Have we strayed too far from the bounds 
of fairness and justice? Have we lost sight of the 
other fellow’s rights? Y 

Listen to the comments of the average consumer 
when the subject of prices arises: 


Sugar—Clothing—Shoes 


“Sugar at low prices was.scarce and we had to beg 
for a pound.. A few months later when high prices 
were established, there was a bountiful supply. To-day 
the sugar slump begins to tell us that we may expect 
still lower prices. We’ll wait awhile and see.” 

“Six months ago, clothing men told us that we would 
pay $100 for an ordinary ready made suit or overcoat 
this fall. We have recently beheld $80 suits offered 
for $49.50. And we know that wool is going begging. 
We'll wait awhile before we buy any winter clothing.” 

“Shoes that were marked at $15 to $18 in the spring 
were offered at $3.95 to $7.50 in summer clearance 
sales. Shoe men tell us that fall and winter shoes 
will be higher. May be so, but we’ll wait and see. If 
they go too high, we’ll go without or make the old 
ones do.” 

(Continued on page 66) 
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Michigan Merchants Hold Big Convention 


Styles, Prices and Buying Policies Are Discussed in Open Session— 


KALAMAZOO, MICH., Sept. 10.—President J. E. Wil- 
son opened the annual convention of the Michigan Shoe 
Dealers’ Association at the Hotel Burdick, here, Tues- 
day afternoon at 2 o’clock for a short session in which 
the president gave his report of the association’s 
activities for the past year, and the treasurer his 
report which shows the association in excellent finan- 
cial condition with a bank balance of $1,084. The 
following committees were appointed: 

Nominating—T. S. Rogers of Jackson, chairman; 
Frank McElroy of Port Huron, Harry Woodward of 
Lansing, L. Roscoe of Traverse City and C. C. Weber 
of Kalamazoo. 

Resolutions—A. V. Frederick of Traverse City, 
Fred Appledorn of Kalamazoo, Ed Moerrs of Saginaw, 
chairman. 

By-laws—A. B. Gimmer of Mount Clemens, A. E. 
Kellogg and Walter Rogers of Albion. 


Report of Secretary 


The secretary’s report shows 171 members. 
Tuesday morning was given over to inspection of 





J. E. Wilson 


1919 President of the Michigan Shoe 
Dealers’ Association 


fifty odd displays of footwear at the Armory Build- 
ing, a block from the hotel, where shoe dealers 
showed much interest in the new styles and in getting 
a line on prices. 

The Wednesday morning session opened promptly 
at 9:30 with an address of welcome from Mr. Free- 
man, City Manager, representing the Mayor, with a 
fitting response by Elwyn Pond, former president, 
who pointed out that the Michigan State Association 
of Shoe Dealers is the first that was organized and 
from it probably developed the later idea of having a 
national organization. 


Burton Talks On Conditions 


J. H. Burton of Lansing was the first speaker on 


Instructive Addresses Made 


the subject of conditions from the retailer’s viewpoint. 
He said that closer cooperation among shoe mer- 
chants will help us to solve some of the problems now 
faced by us because of existing conditions and help 
us in convincing the public that prices are right and 
that we are not responsible for all the things laid at 
our door. A proper explanation of the statement to 
the public is all that is necessary, to wit, that we 
are averaging our cost with the merchandise on hand, 
together with the new merchandise coming in and 
only charge a legitimate profit over the average cost 
which all fair minded people will consider as only good 
safe business. The public wants the facts and to 
know that we are not profiteering. 


Pick the Best Bets 


Now, if ever, is the time to keep our stocks well in 
hand. Observe the old adage of plenty of sizes and 
few styles. Pick your best bets and keep them well 
sized up. Keep your stocks down to the lowest possi- 
ble mark without doing your business injury.” 

The discussion which followed showed that the 
shoe dealers are convinced that prices have reached 
their peak. And that a slow recession is due based 


’ upon small reduction in cost of materials over a long 


period of time, that it is now safe to buy up to needs 
for fall for immediate demand and to place 50 per 
cent of orders for spring between now and December, 
with balance to be placed after January first. 
Manufacturers and their salesmen participated’ in 
the discussion, giving the viewpoint of the producer 


‘of shoes and explaining the necessity of getting as 


many orders booked as possible so that factory organ- 
izations may be kept intact and overhead charges 
leveled down which cannot be done where dealers 
withhold orders on staples until the last moment. 
Leaders among the shoe merchants advocated prompt 
placing of orders for staples with the confidence that 
manufacturers will give best prices and terms possible. 


Letter from President Orr 


A letter from President Orr was next read, in which 
he pointed out arguments sustaining the position of 
the shoe merchant in confining their purchases to 
manufacturers who do not operate chain stores but 
who leave the problems of merchandising footwear 
strictly to shoe dealers, confining their attention en- 
tirely to production. Only in a policy of this kind, he 
wrote, lies the permanency and success of the retail 
shoe business. Associations, he said, are for the bene- 
fit of the retail shoe dealers, who should make of them 
a powerful factor for their benefit by heartily support- 
ing association policies. 

Frank P. Meyer was the breeziest factor of the 
Wednesday session, turning his talk into a round 
table discussion coupled with a lot of typical Frank 
Meyer advices of merchandising on styles on associa- 
tion work. ; wit 

(Continued on page 64) 
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Record-Breaking Convention Held at Denver 


Mountain States Merchants Discuss Questions of Interest to the 
Retail Trade 


DENVER, COL., Sept. 10.—The third annual conven- 
tion of the Mountain States Shoe Retailers’ Associa- 
tion, held here this week, broke all attendance records. 
Also there were more lines on display than at any 
previous convention, and more enthusiasm. Two hun- 
dred and forty merchants and 75 traveling men and 
manufacturers attended the opening session, which 
was called to order by President H. E. Fontius Wednes- 
day morning. 

Previous to the opening session, merchants toured 
around among the exhibits and, after noting the slight- 
ness of the price changes, felt better satisfied as to 
the value of the stock on their shelves. Considerable 
interest was shown in the 10-inch boots in new shades 
for immediate and early spring delivery. Sixty-two 
sample lines were on display. 


Governor Makes Address 


Immediately after calling the convention to order, 
President Fontius introduced Governor Oliver M. 


H. E. Fontius 


1919 President of the Mountain States 
Shoe Retailers’ Association 


Shoup of Colorado, who delivered an address of wel- 
come in the course of which he said: 

“The big problem facing governments to-day is 
insure the happiness and prosperity of its citizens. 
Unless farmers and business men prosper there can 
be little happiness and contentment in the common- 
wealth. Prosperity is a duty as well as a pleasure, 
and every business man should conduct his affairs with 
care and caution, providing for the happiness of his 
family and the community.” 


Co-operation Is Urged 


President Fontius, in his annual address, said that 
the association now has approximately 200 members. 
He said that never was there a time when zealous co- 
operation in merchandising was more necessary. than it 
is to-day. “Much of the prosperity that has come to 


the shoe merchants of the country,” he said, “is due 
to co-operative and organized effort.” He thanked the 
other officers and directors for their loyal support. 

A letter from a leading Eastern manufacturer out- 
lining the present market conditions was read which 
showed that no considerable decline in prices is pos- 
sible. — 

The Value of System 


One of the most interesting addresses was that of 
A. T. Lewis, president of the A. T. Lewis Company of 
Denver, who talked, during the afternoon session, on 
the merits of system in business. 

“Systematizing,” he said, “is essential to the proper 
conduct of any business. More businesses are under- 
systematized than are over-systematized. Merchants 
shrink from system in business because it involves 
more work—because more expense is entailed. But if 
the system is arranged in. proportion to the size of 
the business, the extra work and expense are light— 
certainly nothing in comparison with the actual saving 
achieved. Every merchant should know, and it is 
easily possible to know, which lines are holding the 
store back and which are highly profitable. 


Mark-Up vs. Mark-Down 


“Why wait six months or a year to determine profits 
and losses when it is easy to know the exact conditions 
of the business by weekly or monthly periods. Too 
many merchants keep track of mark-up and do not 
keep track of mark-downs. It is easy to know the value 
of merchandise. It is important for the merchant to 
know what becomes of the dollar he takes in—what 
proportion of it goes for merchandise, help, rent, in- 
terest, taxes and other items. It is necessary to know 
what part of profit comes from cash discounts. You 
must know what you have and what you have sold, 
month by month, in order to know what to buy.” 


Address by Barney Coens 


Barney Coens, representing the National Associa- 
tion, talked on organization. He reviewed the progress 
made by the association since its inception, cited the 
rapid strides in better merchandising to be observed 
in stores throughout the country and attributed the 
better part of this betterment to the organized efforts 
of merchants. He laid particular stress upon the part 
played by the National Association in legislative mat- 
ters at Washington both during the war and since, 
pointing out the great benefits derived by merchants 
from the activities of the association. 


Officers and Directors 


Officers elected for the next year are as follows: 

President, Frank F. Wulff of Colorado Springs; first 
vice-president, Herbert Hirschman of Salt Lake City; 
second vice-president,. Robert.H. Johnston of Denver; 
third vice-president, Harry Drachman of Tucson, 
Ariz.; fourth vice-president, E. Mosier Rawlings of 
Wyoming; secretary-treasurer, Samuel J. Deal of Col- 
orado Springs. , 
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Michigan Merchants Hold Convention 
(Continued from page 62) 
Louis Heels and Packard Cars 


Asked what his policy would be in buying for 
spring he advocated the purchase between now and 
Nov. 15 of military heeled oxfords in brown and 
black vici, tan calf and white canvas. In announcing 
himself as a Louis heel oxford man he told his audi- 
ence that unless they played the Louis heel game 
strong they would not ride in Packard cars. In taking 
issue with public opinion that shoe merchants had 
been making a lot of money he claimed the right for 
shoe merchants to make just as much profit and do 
as much business as other merchants in other’ lines, 
many of whom ride in Packard cars. 

He asked for a rising vote of all those in the audi- 
ence who now owned Packard cars and not a man 
arose. He said: 

“You can’t build up a business of military heel ox- 
fords because they last too long whereas Louis heels 
don’t wear or last long and customers have to come 
back for another pair of snappy looking shoes.” 

50% by December 1 

“Last year,” he said, “I had 75 per cent of my staples 
bought by Sept. 1, and when I went to Boston in Jan- 
uary The Ties were the thing, leaving me stuck with 
Louis heel oxford. This year I expect to have 50 per 
cent of my buying done Dec. 1 and rest after Jan. 1. 
We don’t want to get back to six and seven dollar low 
shoes. 

“Low shoes next spring to retail from ten to fifteen 
dollars are going to be the thing, so I advocate buying 
your military heels now in confidence that the manu- 
facturers will give us the benefit of the best price con- 
sistent with the market.” 

Styles for This Fall 

For fall, Mr. Meyer predicts the following styles 
will sell: 

A nice grey buck, a suéde vamp with a brocaded top, 
a black with a black brocaded top, a tongueless boot 
in a blue suéde, black satin and black and suéde. 

“Give the public good fancy shoes and give them 
service and that is all that is necessary to get and hold 
the confidence of the public.” He advocated an average 
mark up of 40 per cent on women’s shoes, and even 
more in the case of novelties, if the merchant wants 
to do a successful business. In discussing the possible 
danger of chain stores, Mr. Meyer pointed out that the 
only danger lies in their ability to give lower prices 
to the public, but their weakness lies in their lack of 
service to the public, and also because there is no heart 
in the business as compared with the interest the indi- 
vidual owner of the shoe store puts into his business. 

In closing his remarks he made a defense of shoe 
merchants, whom he claims were not responsible for 
the bulk of cancellations during the past 90 days, but 
that the blame lay with jobbers and wholesalers. 


President Wilson’s Address 
President Wilson said: “I believe in selling good 


merchandise at fair prices to the buyer making a 
good, fair profit for my company. There are some 
classes of merchandise where 40 per cent markup is 
low. There are some classes when 30 is high. Out 
of every hundred pairs of shoes, you have to sell eighty 
to pay your manufacturer. Ten pairs of them pay 
your running expenses and ten pairs represent your 
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profit. And what price can you get for the last ten 
pairs? If you were selling them for $10 you may be 
lucky to get $4.45 or $5.45.” 

Next, W. A. Edmonds, president of the Edmonds 
Shoe Co., of Milwaukee, gave one of the most interest- 
ing talks of the day on the question of prices and 
present conditions of the shoe market, in which he 
pointed out that shoes to-day are the cheapest com- 
modity being purchased by the American public. After 
a recent visit to the leading tanners during the past 
ten days to ascertain the supply of leather, he pointed 
out that calf skins are in accumulation, but the tan- 
ners are not buying calf skins. And after inspecting 
their stocks of leather, where he expected to find ac- 
cumulations, instead, he found hardly any on hand, on 
which he bases a prediction that the minute calf leather 
begins to move, prices will advance.° 

Merchants Urged to Buy 

He urged merchants not to make the mistake of 
buying because the price is low, because the great- 
est danger is buying cheap shoes that have been 
made to fit the price. “You can buy ‘insoles,” he 
said, “for 30 cents a pair and one for 15 cents a pair, 
and experienced shoemen cannot look inside the shoe 
and tell the difference. And the same applies to other 
parts of the shoe. We get $7.85 for our shoes. We 
could sell a shoe that you could not tell the difference 
in for $6.85 that wouldn’t be worth half what the 
shoes are worth at $7.85, so look out when the price 
starts down that you don’t buy cheap shoes. We have 
considered it better to raise the grade and maintain 
the price. When a thing begins to slip the buyers get 
frightened and say: ‘I wonder if that is a signal for 
the whole thing to fall in a heap?’ I think so far as 
sides and leather are concerned they are dragging on 
the bottom right now. As I see it, hides, leather and 
shoes are a bargain to-day.” 

Modern Shoe Merchandising 

Mr. Edmonds gave some interesting examples of 
shoe merchandising by dealers who had a restricted 
number of styles and who used unusual stunts to gain 
the public’s attention, and attained a turnover. that 
yielded worthwhile profits on a large volume of busi- 
ness. This illustrated his claim that in men’s shoes 
a good business can be done without a big investment 
and a lot of styles the clean selling of which may be 
a gamble. 

Banquet Is Held 

The banquet Wednesday night was attended by 300, 
with Elwyn Pond, former president, as toastmaster, 
followed by a dance. 

The closing session was held Thursday morning, at 
which there were reports of committees appointed 
Tuesday, and several addresses. H. C. Towle, Na- 
tional Convention Committee Secretary, was the prin- 
cipal speaker at the banquet, giving in detail the 
remarkable arrangements being made for the January 
convention at Milwaukee. 


The Weight of Shoes 


Six ounces is the weight of a lady’s pump of patent 
leather with a wood heel. A pair of these pumps 
weighs 12 ounces or three-fourths of a pound. 

Eighteen ounces is the weight of a man’s street 
style boot of Russia calf leather. A pair of these- 
shoes weighs 36 ounces, or 2% pounds. A pair of 
men’s brogue oxfords weighs the same. 
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BROGUE WITH NEW WING 
A winter oxford to be sold with heavy wool 
hose. Dark tan, heavy shank, heel and sole. 
A real type of walking shoe for sport and reg- 
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THE BROGUE UP FRONT 
A wing tip overlay and a foxing likewise. The 
balance of the oxford is built along simple 
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“Organization—Membership—Legislation” 
A Trinity of Proper Names Discussed Before Wisconsin Convention 


By Oscar H. Morris, Secretary of the Wisconsin Retail 
Dry Goods Association 


Although your committee has scheduled me to talk 
on membership, I feel that I should be permitted to 
digress somewhat so as to bring into action the things 
paramount to the men of your trade. Membership 
has no value unless it means something, and the best 
meaning that can be applied to it is to connect the 
word membership as being one of the trinity that 
really means something. That trinity is made up of 
Organization—Membership—Legislation. Unless the 
membership of any organization takes an interest in 
organization it means nothing; unless membership and 
organization is interested in legislation, you are lost. 

This, my friends, is not idle gossip nor a dream. 
It is an established fact and has time and again been 
proven. Of the various things for which you are or- 
ganized there is one that leads, and that leader is leg- 
islation. Because with legislation that is unfair to 
you and without power to carry out legislation that is 
good for you and your business you are like a ship at 
sea without a rudder. 


Co-operation the Keynote 


Membership is something that you can handle 
among yourselves—it is a sort of family, but that 
family, unless it cooperates and unless it functions for 
the betterment of each individual in the family and 
the family collectively, is not functioning worth while. 

Therefore, I desire to take the few minutes allotted 
to me to bring out the value of legislation as coupled 
with membership and organization. To begin with, 
most of our organizations are too cheap. That’s plain 
English, but it’s true. The dues for the average state 


association are so small that they hardly cover your ad- 
ministration cost. However, I realize that if you se- 
cure a large membership you will have money in your 
treasury. But the best selling point you have for a 
large membership is that you do something for your 
members. Therefore, if you have something to sell 
to them, something substantial, something concrete 
and something worth while, you will not have any dif- 
ficulty in increasing your membership, and that mem- 
bership will be willing to pay dues big enough to carry 
on your administration work and will make it unnec- 
essary to have assessments and pleas for funds. That 
constitutes your organization. Now, when your or- 
ganization is complete it must have a head to it and 
it must have a tail and it must have an intermediate 
body. These three sections form an organization that 
should be able to do things. 


Teaching Members to Merchandise 


There is nothing more important or imperative than 
to look after the interests of your membership. That 
is why you are organized. And there is nothing more 
important in doing things for your membership than 
to bring about a turnover on your shelves, to cut down 
your overhead and to make a fair percentage of profits 
on your investment. These items are all included when 
the thought of legislation comes to you. 

We have had some trying times in the dry goods 
business, and I feel that you have had some trying 
times in your line of merchandising. Of the untold 
hundreds of reports received at our office I have yet to 
find one showing that the average shoe dealer, espe- 
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cially one who is a member of an organization, is a 
downright profiteer. That word has been misused and 
mishandled a great deal. Because some unscrupulous 
merchant who thinks only of himself violates a law is 
no reason why the good clean merchandising man 
should be punished for the misdeeds of this one 
fellow. 
Legislation is Protection 


Your greatest protection, in my mind, is legislation. 
That does not necessarily mean politics. The word 
legislation is flexible and can be made applicable in 
many ways. However, I like to apply it to politics in 
so far as I believe the time is coming when, if you 
merchants do not take a hand in politics, politics may 
put you out of business. 

Take the recent case in Montana, where the mer- 
chants were not organized and the cost price mark 
proposition came up. The Trade Commission of that 
state, appointed by the Governor, decided that every 
merchant must mark the cost price of his goods on 
every article. That action awakened the retail mer- 
chant in that western state, and in a few hours they 
raised a fund which, I believe, amounted to $65,000, 
to combat such unfair legislation. It will cost the mer- 
chants of that state a fortune to do away with that 
law and prove its unconstitutionality, if it is uncon- 
stitutional. Just imagine the amount of money they 
could have saved had they been organized, had they 
taken a part in politics, had they been on friendly 
terms with the Governor who appointed this Trade 
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Commisison, and had they been on friendly terms with 
the members of this so-called Trade Commission. 


Merchants as Legislators 


I would like to see the time when in the state of 
Wisconsin a majority of the 33 members of the Sen- 
ate are members of your organization and my or- 
ganization, and I would like to see the day when a ma- 
jority of the 100 members of the Wisconsin Assembly 
are shoemen, dry goods men, jewelers and other mer- 
chandising men. Do you think it would then be pos- 
sible to pass legislation detrimental to your business? 
Do you think they could tax you to death and make 
you like it? Think this over while you are sitting in 
your store figuring profits and loss, try to visualize, 
look into the future and see yourself sitting in the 
State Senate or in the Assembly or in the Governor’s 
chair. 

Don’t Let “George Do It” 

They call all politics rotten politics, but it is not. 
The so-called rotten politics exists only because you 
‘and you and I sit back and “let George do it:” We 
don’t even vote. That’s why we have rotten politics, 
that’s why we have legislation which hits your pocket- 
book and which causes you to pay a large sum in taxes 
every day before you open the doors of your store. 
Mind you, I detest the tax-dodger just as much as I 
detest the man who sacrifices that high privilege of 
being able to vote, he who, on election day, goes fish- 
ing or hunting and then comes back to find that a man 
has been elected from your district who is unfriendly 
to your business. 








“Please Buy”—The New Slogan 
(Continued from page 61) 
Revolt Predicted Long Ago 


Six months ago the writer said that the consumers 
were on the verge of a revolt against high prices. That 
statement is borne out by facts. 

The worm has turned. And the turning is most 
emphatic. Everyone must now consider the “Great 
Voiceless Majority”—the unorganized worker, the pro- 
fessional man, the salaried man and clerk, the house- 
wife, the farmer and all those whose only weapon of 
defense is the boycott—the determination not to buy 
at any price. 

Hopeful signs are visible. Organized labor seems 
disposed to reason with employers. Manufacturers are 
becoming more considerate of merchants, and mer- 
chants are taking heed of the consumer’s rights. 


Smiles and Service Again 


The old “Take it or leave it” attitude is gone. 
“Quotas” are a thing of the past. “Please buy” has 
become the new slogan. Clerks in stores are beginning 
to discard arrogance and indifference for smilés and 
service. 

Americans cannot do business on a “Public be 
damned policy.” 

It’s too bad we had to be driven to a recognition of 
this stern truth. But the signs are good and the air 
is clearing. Hope is returning. 

We must all get back to the good old days of Fair 
Dealing, Right and Justice. 

This, and this alone, will re-establish confidence and 
bring us safely back to one-time prosperous conditions. 


Recorder Foot Fitting Article 
(Continued from page 60) 


up. You must know your lasts, too. Use one of 
those devices which measure the inside of the shoe 
if you really want to know how much length there 
really is on the inside. 

Your watchword and slogan should be “Getting 
more shoes sold right”—then your volume will take 
care of itself. A pair of shoes which is intelligently 
fitted when sold will give your customer such com- 
fort and pleasure that your skill as a shoe man will 
be spread broadcast. 


Fit the Ball 


Another danger point in fitting—see to it that the 
ball of the foot and the ball contour of the sole of the 
shoe are in harmony—that is, be sure the ball of the 
foot is directly over the ball of the shoe. 

This precaution will afford the great toe greater 
support under the ball than if the ball bulged out, 
just forward or just backward of the ball on the sole 
of the shoe. 

It is very easy to pass over these points when fit- 
ting, as in the rush and anxiety of hearing the cus- 
tomer say, “I’ll take this pair,” we are apt not to 
use the care we should. It’s care and attention that 
count so much for the customer’s comfort. While the 
latter faults are grievous, they are nothing compared 
to the damage to the great toe which will result in 


fitting shoes too short. 
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Shoe Merchants Can Supply All Their Needs In 
Footwear by Buying from the Following Houses 


BROWN SHOE CO. 
ig ee White House and Buster Brown 
en. 


BRAUER BROS. SHOE CO. 
Little Prince and Princess 
Children’s Shoes. 


DITTMAN SHOE Co. 
Milady and Nine O’Clock School Shoes. 


CENTRAL SHOE CO. 
Men’s, Women’s and Children’s Shoes. 


F. L. DOERR SHOE CO. 
Dependable Shoes for Women. 


FRIEDMAN-SHELBY SHOE CO. 
Atlantic, Pacific and Red Goose Shoes. 


a oe CLARK as co. on 
lovelty Shoes, H ubbers, = 
ey «il Distributors of Mudge Old 


G. E. LIPPMAN SHOE CO. 
High Grade Shoes For Women. 


LEO GORDON SHOE CO. 
Fine Footwear for Women. 


JOHANSEN BROS. SHOE CO. 
Makers Women’s Shoes exclusively. 


JOHNSON, STEPHENS 
& SHINKLE SHOE co. 
The Fashion Plate Shoes for Women. 


A. S KREIDER co. 
Makers of Best Shoes for Boys, Girls and 
the Babi 


yp a ety COMPANY 
Fine Shoes for Men. 


McELROY-SLOAN SHOE CO. 
- Masterbilt, Super-Tred and Billiken 


rapeee wae SHOE CO. 
for Women—“‘Pedigo Style” 
PETERS SHOE CO. eetae ies 
ters “Diamond 
e 1 Sunciel, Classic, Jewel, Weath- 


nqnness, JOHNSON & RAND SHOE CO, 
Patriot, Society and “Tess and Ted’’ 


as Sees < co. 
oun . Girls’, ° 
Jufenes’ Speciale: a agg aor ae 
TOBER-SAIFER SHOE CO. 
Nevelty Boots and Oxfords. 
WIZARD LIGHTFOOT APPLIANCE ©9. 
Adjustable Foot Appliances. 


DAVID P. WOHL SHOE Co. 
Novelty Shoes for Women. 
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| GENUINE Billiken. SHOE. 
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YOUR MONEY BACK AND A 
NEW PAIR OF SHOES FREE” 


/ To the Wearer Who Finds On 


£47, ya Coe ~ 


_ PAPER in the Heels,Soles iaimeng 


152577 Siege 
or Counters of a pair of p57 


"hen lt, al 


' SHOES WITH THE DIAMOND TRADE MARK ON THEIR SOLES 













There Is a “Diamond Brand” Shoe for Every Purpose; 


a Price for Every Purse. 

























Y 





September 11, 1920 BOOT AND SHOE RECORDER 69 








BROWN 





ON 
| DUMPTY ’ 
SHOES 


FOR EVERY CHILO 

































EF L.Doerr Shoe Co. 
DEPENDABLE FOOTWEAR 






























The Salesmen for Peter’s “Diamond Brand” Shoes— 
One Hundred and Fifty-Eight Strong—Are on Their 


Territories with Their Complete New Lines. 


Brand New Styles and New Splendid Fitting Lasts, Together with the 
Same High Quality—Solid Leather Shoes, Sold Under a “Money-Back” War- 
rant of Quality Are the Strong Points of the Line. 


When You Need Shoes, Write or Wire Us for Salesman. 


You Will Find It Well Worth While 


L. - - Sb. Louis 


@RANCH OF 


13th and Washington Ave., St. Louis. 
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St Louis t 


WoRLDS SHOE MILARKET 


Wonderful Shoes 
For 


Wonderful Girls 


Is fully exemplified 
in our distinctively — 
styled line for 

fall as well as 

in our advance 
models for the 
‘coming spring. 
You cannot afford 
to buy women’s 
shoes other than 
those correctly 
styled. 


Our models are 
zs readily accepted 
; as such by those 


> who know. 


“ JOHNSON, STEPHENS & SHINKLE 
SHOE COMPANY 
Saint Louis, Mo. 


3 . 
> ~ a 
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BRAUER BROS. SHOE CO. 


ST. LOUIS, MO. 


Are you sharing in the profitable re- 





turns our shoes are offering? 


We are specialists in the manufacture 


of women’s and children’s high grade 





Goodyear welt shoes, to sell at popu- 
lar prices. 


PRINCESS 


Goodyear Welts 


For Women 


Hemi Ruthevsa ©. To retail for $8.50, possess character 
and. refineagent to suit the most discriminating buyer. 


Little 
PRINCE and PRINCESS | 


Goodyear Welts 
For €hildren 


Are scientifically built with a combination of 
qualities not to be found in any other children’s 
line. 





Our co-operation is your success. 
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The Shoes That 
Are Always 
In Style 


The Laws of Nature 

Never Go Out of Style S 
Billikens are built along the lines of nature, but with 
a touch that makes them nifty, stylish and artistic. 


In Billikens we combine the genius of the artistic with the laws 
of common sense, and in this manner produce a perpetual style, 
perfect and lifelike. ‘ 


If you would buy shoes that are always in style buy the Nature 
Shaped Billiken—The National Shoe for Children. 


Made only by 


At, M<ElroySloan 


Shoe Company 


ST.LOUIS MISSOURI 








UU ites 


W. L. Douglas Shoe Co., Portland, Me. 
Furnished with 


Stock No. 123—Men’s Genuine Chocolate American Interlocking Shoe Store Chairs 


Chrome Elko Blucher Work Shoe. Some of the advantages of these chairs are 
Leather Counter Pocket. All Solid. 3.50 Greater Seating Capacity—Chairs interlock. 
$3. Greater Comfort—Spring, stuffed or full-roll plain 
seats. 


A. P alan Shoe Co. n ; me ga less and last longer than wooden 


eee AMERICAN SEATING (]OMPANY 


CHICAGO, ILL. NEW YORK 
1016 Lytton Building ‘Room 601, 119 W. 40th St. 
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PUTT 








—a sure - to - please 
new low cut from 
our New Fall Cata- 
log, carried in stock 
in Brown Calf—AA 
to D widths. 
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How’ this for a “Ready- 
to-Ship’ Fall Style? 





We show you this latest low 
cut style as indicative of the 
care with which our Fall 
Stock Styles have been pre- 
pared. 


Realizing your needs we 
have done our best to supply 
them, and so you will find 
here all the demanded new 
heels and shapes ready for 
your call. 


You are bound to pronounce 
it a sensible showing of the 
best selling styles of the 


times. 


Both boots and oxfords of 
the same famous La France 
quality and finish that every- 
body knows so well. 


If you haven't received your copy. of 
the new stock catalog— 


Write for it today. 


Williams, Clark and Company 


LYNN WOMEN’S WELTS MASS. 


AND NOTHING ELSE | 
[ves 00000 000000000000UEEOUEOOOOUEONUOVEOOOUOGOOUON00Q00800000900000000000000000000000000000000000000E0U0UEUEOQOUENOOUOOOOUOOOOUOOOOOUOOOOOUOEOOOUEOOOGEOONUHONOIIINS: 
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VERYBODY who ‘habitually 
_4 wears white boots or shoes 
knows and buys | 
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The WHITE CLEANER 
Keeps White Shoes White 


Everybody who buys new white footwear will 
need “BLANCO,” and no one who has ever used 
it will ever be persuaded to take a substitute, for 
“BLANCO” des its work, does it well 

al Gal ; —and easily—no trouble, no messiness, 


wh “BLANCO” quality will take care of 
ob your reputation—‘“BLANCO”’ profits 
are as good as sfs reputation. 


So with every consignment of White 
Footwear order a consignment of 
“BLANCO”—“to keep those white 
shoes white.” 


Order now from your Jobber 





wanufacturcd by 
JOSEPH PICKERING & SONS, LTD. 
SHEFFIELD, England 
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U. S. Leather 
Helps Sales 





ae buying is the watchword 
to-day. The-public is insisting upon 
.real worth and honest merchandise. 


War time substitutes for leather are no 
longer found in good shoes. The all- 
leather shoe is demanded and the leather 
must be of the best quality to give good 
appearance and long wear. 


We have been tanners of highest character 
sole leather for generations. “U. S. 
LEATHER” will be found in most of the 
best makes of shoes: it is the standard of 
quality. . 


A salesman of shoes has a prime talking 
point if the goods he sells contain soles 
made of one of our tannages. The worth of 
our leather is known world wide. 


The United States Leather Co. 


The United States Leather Co. of Massachusetts 








New York Boston Philadelphia Chicago Cincinnati 
St. Louis San Francisco Liverpool Paris 


Ss 




















BOOT AND SHOE RECORDER September 11, 1920 





View of the Skiving Room where the Vulco-Unit Box Toe 
is skived and finished. 


THE ONE THING YOU 
WANT IN A BOX TOE 
IS LONGER LIFE 
That means it must be water-proof, perspiration-proof and strong 
enough to resist the hard knocks. The Vulco-Unit Box Toe Process 
produces just those essential qualities. ; 
USE THE GENUINE 























Products Patented 








Apparatus, Process and 





SOLD ONLY BY 


‘ BECKWITH MANUFACTURING CO. 
108 LINCOLN ST., BOSTON, MASS. 


" ae ‘ AGENTS is 
G. W. KEBBY_« CO. SCA GEO. A, SPRINGMEIER CO. 
Chieago, M1. = 5S et saftey Cincinnati, Ohio 
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YOU CAN RELY 
ON MELSTONE SHOES 


Values like these are seldom equalled. 
These numbers are IN STOCK for AT ONCE deliveries. 





No. 810 


A two strap McKay slipper in 
Glazed Horse. D & E widths 
in sizes from 3 to 8. $2.55 a 
pair less discount. 


A one strap McKay Slippet in 
Glazed Horse. D & E widths 


in sizes from 3 to 8 $2.45 a 
pair less discount. vige 








‘ 


MELSTONE SHOE COMPANY 


MANUFACTURERS 


MILWAUKEE he WISCONSIN 
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“KEITH’S KONQUEROR” SHOES 
for Men and Women— 


A dealer selling “Keith’s Konqueror” shoes for men and women is in a most 
favorable position to secure and hold trade. In the first place, he has shoes 
that will support the strongest claims of merit. Second, he has the shoes that 
portray the very latest style features. Third, he has the shoes that are made 
over lasts which are fitters. Fourth, he has shoes whose costs have been cal- 
culated on the buying power of a big organization and the low overhead of an 
efficiently conducted factory. Fifth, he has shoes in a class by themselves, a 


feature in itself which influences substantial retail profits. 


The PRESTON B. KEITH SHOE COMPANY 
BROCKTON ane ia Station), MASS. 


New York Office, 299 Broadway, Room 415 ; Boston Office, 207 Essex Street 
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NEAT APPEARANCE fe SERVICE 


Two features which appeal to your Customers 


“HUBTIP” “NO oer al. TIP” SHOE LACES 


Trade Mark Reg. 


~ Never Shy 


TIPS NEVER PULL OFF, FRAY OUT, LOOK TINNY, OR CATCH IN 
CLOTHING — OUTWEARS SEVERAL PAIRS OF THE ORDINARY LACE. 
ORDER A CABINET TO-DAY. THERE IS A LIBERAL PROFIT FOR YOU. 


27 in. per gro. Strings t 36 in. per gro. Strings 45 in. per gro. Strings 
30 in. per gro. 4 40 in. per gro. Strings 54 in. per gro. Strings 
63 in. per gro. 1 G ASSORTMENT CABINET 
72 in. per gro. : 36 pair a in. 

F ASSORTMENT CAB NET 24 pair in. : 
48 pair 36 in. 1 $3. 12 pair 54 in. ......-----. } D ASSORTMENT CABINET 
24 pair 45 in. A ASSORTMENT CABINET 18 pair 36 in. ............ 

E ASSORTMENT CABINET 36 pair 36 in. 18 pair 40 in. 
36 pair 36 in. EY | Seer $3.75 18 pair 45 in. 
36 pair 45 in. 18 pair 54 in. 18 pair 54 in. 


FRANK W. WHITCHER CO.—Mfrs.—Boston and Chicago, U. S. A. 
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ACE CALF 
om 





FINENESS of leather quality de- 


pends upon fineness of texture. 


And in its beautiful mellow feeling 
rete lies the chief charm of Ace Diindiibiaas 
Calf. ; 

A 


It comes from our carefully se- 
lected raw stock plus a tannage | Standard 
which improves and more closely 


knits the grain of the leather. Reputation 


Ace Calf will improve your shoes. 
It takes and retains a high polish. 





J. S. BARNET & SONS, Inc. 


Tanneries Salesrooms, 75 South St. 

Lynn, Mass., U. S. A. Boston, Mass., U. S. A. 
New York Office—154- Nassau St. 
Cable Address . . . . ““Tenrab” 
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Easyyon the Feet 


2a 


The New MILWAUKEE Line 
of Children’s Shoes 


Made by the New “‘Simplex’’ Process 


Better Fitting than a McKay Sewed. Easier on the Foot 
than a Welt Shoe. Better Built-and Longer Wearing than 
a Stitchdown. 


SIMPLEX SHOE MFG. COMPANY 


Tenth and Chestnut Sts. Specialty Manufacturers of CHILDREN’S SHOES Milwaukee, Wisconsin 





September 11, 1920 








TRAVELERS SEND IN ORDERS 


Business Subnormal, but Nevertheless 
3 Encouraging 


The reports from the traveling 
salesmen of the shoe houses who are 
now practically all in their territories 
are beginning to indicate a re-develop- 
ment of buying on the part of shoe 
retailers, although the orders coming 
in are not yet up to the level cus- 
tomary at this period of the ‘fall trav- 
eling season. In addition, the buying 
is along the novelty lines, showing a 
disposition on the part of the retail 
trade to put their stocks in shape to 
attract the consumers and at the same 
time develop demand for the staple and 
semi-staple goods which they have 
carried over or have coming on their 
advance orders, such as were placed 
last spring for early delivery. How- 
ever, the men have not been in their 
territories long enough and the season 
is not sufficiently advanced in the St. 
Louis territory to draw complete con- 
clusions as to the final trend of busi- 
ness. 


Fall Campaign Delayed 


The St. Louis shoe retailers have 
not yet begun to push forward their 
new fall styles and are apparently 
waiting for the fall season to develop 
more definitely before beginning an 
active campaign for the seasonal busi- 
ness. However, here and there an of- 
fering is being made of a new style, 
as for instance grey suede strap 
ties by Swope’s at $20, while Kline’s 
is putting out brogue oxfords for 
women at $10. Some few offerings 
are being made of boots, but the fall 
season is not sufficiently in evidence 
in garments and weather to permit 
much “being made of this branch of 
the business. Some of the exclusive 
men’s. stores are putting forward 
fall styles, but even these are not in 
large numbers, indicating that there 
is a disposition to feel the way, so 
far as the public buying is concerned. 
In such cases as new seasonal goods 
are offered the prices asked do not 
indicate any marked drop on style 
goods, although the carried over stocks 
and staple or conservative goods gen- 
erally will. probably average down 
about the amount justified by the 
June price reductions of the whole- 
salers.. 
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St. Louis 


Shoe Factories Busy 


Operations of the St. Louis shoe 
factories are up to about the highest 
level that the labor supply will permit 
as the plants are pushing forward the 
goods ordered for early fall delivery 
in order to be ready for the delayed 
buying movement which practically all 
houses feel certain will develop a little 
later, and which it will then be diffi- 
cult to meet. The novelty departments 
of the larger houses and the specialty 
factories could handle more business 
than they now have, but at that they 
are operating comfortably well. Dif- 
ficulty is still reported in getting the 
new colors of kid and calf for special 
orders of the new styles that are being 
tried out, the blues, camel, etc., and 
because of this fact salesmen are 
being kept closely in touch with the 
factory conditions on such goods in 
order that the plans may not be put 
into an oversold condition. 


George W. Brown Recovering 


George Warren Brown, chairman of 
the board of the Brown Shoe Co., Inc., 
who has been ill most of the summer, 
is recovering slowly, but is not yet 
able to attend to business, although 
he is able to discuss the more im- 
portant matters that come up, with 
his lieutenants at his home. His ill- 
ness has not been extremely danger- 
ous, but has been sufficiently serious 
to make it necessary to remain closely 
confined to his home practically all of 
the summer. 


Vinsonhaler Back from Vacation 


Harry Vinsonhaler, of the Vinson- 
haler Shoe Co., who spent his vaca- 
tion period at New London, Conn., and 
Swampscott, Mass., has resumed ac- 
tivities. at his office, following his re- 
turn, and is preparing for the issue 
of the fall catalogue of his house which 
will be practically an in-stock number 
providing for immediate delivery to 
the trade. 


Expects Good Fall Business 


David P. Wohl, of the David P. 
Wohl Shoe Co., who has been in the 
East on a combined business and 
pleasure trip, returned to St. Louis 
this week. Part of his time in the 
East was spent in arranging for the 
forwarding of delayed and early fall 


shipments of goods in order to put his 
house in readiness for the fall busi- 
ness which, on immediate delivery 
goods, is expected to be especially 
good. 


McElroy Sloan Reports Gain 


The McElroy Sloan Shoe Co., which 
has been reporting steady gains in 
its shipments, signalized the opening 
of September with the announcement 
of having passed the million mark in 
its gains, the increase to Sept. 1 over 
the same period last year being more 
than $1,100,000. The factory capacity 
of the company is being utilized to 
the utmost to meet the orders on 
hand and coming in, and the new 
plant, which has been delayed by the 
general labor difficulties existing in 
the city building trades, is much 
needed. It is still uncertain when 
the new plant can be completed, 
although it is now up to the second 
floor. 


Fur Sales Postponed 


The usual October fur sales which 
were to have been held beginning Oct. 
4 in St. Louis, have been postponed 
until January because of the labor 
troubles in New York City. and other 
manufacturing centers, which have 
prevented the working up of the raw 
furs sold in the spring. Between 
twenty and thirty million dollars’ 
worth of furs would have been offered 
at the sale, but inability to manufac- . 
ture meant absence of a market, and 
no transactions will be had until Janu- 
ary or later. The action of the St. 
Louis fur men was taken on the re- 
quest of the manufacturers of fur 
garments of New York and other 
cities, who want to get existing stocks 
of raw furs worked up before any 
more are put on the market. 


H. G. Johansen Back in St. Louis 


Harry G. Johansen, vice-president 
of the Johansen Bros. Shoe Co., re- 
turned to St. Louis the past week, ac- 
companied by Mrs. Johansen, whose 
illness necessitated Mr. Johansen re- 
maining longer than he had intended 
in order that he might accompany her 
home. Mrs. Johansen has recovered 
from her illness, but it was not 
thought advisable to permit her to 
travel alone so soon after her release 
from the hospital. 
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bir a work of Art, 


In design and finish 
<G> Spats lead the 
way. They appeal 
irresistibly to those 
who appreciate style, 
fit and quality. 


Be in position to meet the 
demand this fall with 
<Gs> Spats. They are 
High Class in every de- 
tail. 





September 11, 1920 


FAIR BOOMS BUSINESS 


Some Questioning of Prices is in Evi- 
dence, However 


With a total attendance of. 332,300 
persons, the Wisconsin State Fair of 
1920, which closed Saturday night, 
Sept. 4, went down in history as the 
most successful of more than sixty 
expositions of this kind that have ever 
been held in the Badger State. This 
record-breaking attendance was due 
not only to the support of the people 
of this city, but of the entire state 
as well. Many thousands came to 
Milwaukee from all points in the 
State, and the retail merchants of the 
metropolis never before did such a 
big business. 

Some stores feared that part of the 
effectiveness of the State Fair as a 
business medium would be lost by 
reason of the fact that it was held 
about ten days earlier than ever be- 
fore. However, this did not prove to 
be the case, for on the whole mer- 
chants were able to trace more trade 
directly to the crowds brought by the 
exposition than in any previous year. 
The main object of advancing the 
dates, namely, to get away from a 
notoriously bad week so far as cli- 
matic conditions are concerned, was 
achieved, for not a drop of rain fell 
during the week this year and every 
day broke attendance records. On 
Thursday, Milwaukee Day, 120,000 
people passed into the grounds, com- 
pared with a best previous record of 
95,000. 

The shoe stores took advantage of 
the occasion to make their initial 
showings of Fall styles, at the same 
time continuing their bargan sales of 
Summer shoes, but without much os- 
tentation in view of the stress laid 
upon new goods. To say that a great 
deal of interest was taken in the new 
styles, especially by the women, is 
putting it’ mildly. But the reports 


Shoe Business Light ‘ 


Developments toward an_ active 
Fall season in footwear at either 
wholesale or retail were lacking in 
the New York district last week. Re- 
tailers report that the demand for 
Fall shoes is light so far and con- 
fined mostly to oxfords for early 
wear. A few high shoes have been 
sold, but mostly in conservative styles. 

One of the outstanding features of 
the Fall season so far as New York 
is concerned will be the close mark- 
ing of shoes by retailers. Some of 
the department and specialty stores 
apparently intend marking their shoes 
at prices that will just about pay ex- 
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Milwaukee - 


from the stores are that a good many 
of them balked at price and expressed 
themselves as “surprised” that values 
are “so high” when they had believed 
that they were going to be able to 
buy shoes for less money. 

This is an attitude and an impres- 
sion which retail shoe dealers have 
been apprehensive of for several 
months. That it will be overcome 
eventually is not doubted, but the 
process is a slow one. However, re- 


tail dealers in many lines are pound- 
ing away on the point that it is ridic- 
ulous for the public to expect lower 
prices when it refuses to countenance 
lower wages, and there can be no 
Jower prices until wages decline. 


Factories Fairly Busy 


Milwaukee boot and shoe factories 
are getting a fair amount of new 
business, which with old orders, is 
keeping them comfortably busy. With 
the advent of fall, dealers are taking 
more interest. Until they are in bet- 
ter position to judge what the pros- 
pects of the demand during the fall 
and winter months is going to be, 
they are proceeding with extreme 
caution and conservatism. 


Another Retail Stimulant 


Retail trade this week is getting an 
artificial stimulant by reason of the 
big Elks Round-Up and Carnival Su- 
preme. The State Fair is an annual 
fixture and usually brings good busi- 
ness. The Elks Round-Up, however, 
has not been held for fifteen years. 
While many merchants doubt the real 
benefit to their coffers resulting from 
such events, it is a fact that ordinary 
demand is considerably heightened, 
for there are a great many people 
who pass a shoe store window made 
properly attractive without buying 
something that strikes the fancy. 


New York 


penses. As an example, it is reported 
that a concern conducting a chain of 
men’s apparel stores will pursue this 
policy, and expects to make no profit 
during the Fall season. According to 
reliable information the firm will be 
satisfied to come out even at the end 
of the season if it can hold its old 
customers. The firm recently placed 
an order for about $80,000 worth of 
men’s high shoes with one of the lead- 
ing Newark manufacturers for deliv- 
ery in September and October. 


Ample Supply of Staples 


Many of the retailers are fairly well 
supplied with staple shoes that were 
carried over from last winter and will 


\ 


Railroad Efficiency Increases 


Manufacturers and dealers as well 
were encouraged during the week by 
a statement of H. E. Byram, presi- 
dent of the Chicago, Milwaukee & St. 
Paul Railway Co., who spent a day in 
Milwaukee, that the efficiency of the 
railroads increased nearly 40 per cent 
in the last sixty days. He ascribes 
the improvement to stabilized labor 
and financial conditions, coupled with 
a willingness on the part of the gen- 
eral public to co-operate with the 
carriers. Mr. Byram said officially 
that in July, each car on the Milwau- 
kee road system was moved an aver- 
age of 29.7 miles per day, compared 
with 21.8 miles per day per car in 
June. August, he said, doubtless will 
show an average in excess of 30 miles, 
or above the mark set in the ambition 
of railroad executives to achieve a 
national average of 30 miles per day. 


Invention Claimed by Tanners 


A discovery that is expected to 
save nearly 50 per cent of the mate- 
rial now being wasted in the manufac- 
ture of leather is claimed by two 
young Milwaukee chemists, namely, 
J. A. Wilson and E. J. Kern, members 
of the laboratory staff of A. F. Gallun 
& Sons. A paper describing the 
process was presented by them before 
the convention of the American Chem- 
ical Society at Chicago this week. 
Briefly, it is stated that by a series of 
experiments it was discovered that 
boiling and introducing oxygen gas 
into raw hides, the non-tanin portion 
can be minimized at least half. A. C. 
Orthman, of the Pfister & Vogel 
Leather Co., also appeared on the Chi- 
cago convention program, speaking 
generally of chemical processes in 
tanning. V. H. Kadish, of the Mil- 
waukee Public Sewerage Commission, 
delivered an address on “The Recovery 
of Fertilizer from Tannery Waste.” 


begin the season with these. Manu- 
facturers are looking for a fairly 
heavy “at once” demand if the cool 
weather prevalent during the week 
continues throughout the month and 
into October. -Estimates furnished by 
manufacturers and wholesale sales- 
men here place the orders so far at 
about 20 per cent of the retailers’ 
normal requirements. Retailers them- 
selves are reticent about stating how 
well they are covered on stock for the 
Fall season, but most of them assert 
that they have sufficient quantities on 
hand to take care of the trade as it is 
developing at present. 

Manufacturers’ representatives in 
the Bush Terminal Sales Building re- 
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| Where toBuy | 


Women’s Shoes 











Seeeeereseeeeesereseceres 
LATEST CREATION IN A BOUDOIR 
Tops bound with galloon. Choice of white 

linings with white-quilted socks or colored 

linings Leather heels. Proper height at back 
of slipper and ame attern to prevent 
slipping Best grade sole leather Outwears 
two of the eoeeery, boudoirs 

Blacks, $1 75; an, $1.85: Red, $1.90; 








—_ and Blue. $2.00: Poplins all colors. 
$1. 
THE ORIENTAL BOUDOIR CO. 


WaITES THAT ARE WINNERS 


Haverhill, Mass 


‘SHOE COMPANY 


HAVERHILL, MAS 


COLLINS & STAPLES 
Makers of 
HAND TURNED LOW CUTS 


Alpha Strap. Made 
im Polar Cloth and 













PUOCONNOOEEOENE REECE FTE RCEDOEEES 


All Leathers. 
Pactery, 118 Phoenix Row Boston Office 
Haverhill, Mass. 


110 Lincoln St. 








SIXTY STYLES OF 
COMFORT SHOES 


IN STOCK 
Juliets, Oxfords, Bals, Polish, Sandals, etc., 
wonten’s Flexible Welts ang warm lined 
2 shoes, men’s slippers. 
; TIMSON BROS., Inc. z 
Boston, Mass. : 





620 Atlantic Ave. 










PHILLIPS.CRAM = 


Makers of 
Women’s Turn 
Slippers 
276 River St., Haverhill, Mass. 
Boston Office 
207 Essex Street 





SUVUTPOSDDORERDORSRR OOOOH EOPOREOR EEE coon 


E. A. &M. C. Witherell Co. 
Manufacturers 


Women’s Turn 
Boots and Slippers 


F ocsery, 
Haverhill, Mass. 
Boston Office 
147 Lincoln St. 











_ BARNETT SHOE CO., Boston 
3 Immediate Delivery 
Black Kid, Fiexible McKay, 9-inch $4.75 


Military Heel Boot..........-. 
Cite Se CB 5.0 e sinch ves ones’ 5.00 


Sizes 3 to 8—-B Wide 
Terms 2% 10 Days 








COMFORT SHOES 
Black Cab Turn’ Julietts. 
Rubber Heet. 1.85 
Same in One Strap Sandals. $1.80 
Terms: 2% 10 days 








BARNETT SHOE CO. 
110-112 Summer St. Boston, Mass. 
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port that there has been little or no 
improvement in the volume of orders 
during the past week. The retailers 
continue to place small sized orders 
and in most cases are specifying early 
delivery. The buying so far has been 
concentrated mostly on staple num- 
bers, although one New York repre- 
sentative of a Middle Western manu- 
facturing concern has prevailed upon 
his principals to put in a line of 11 
inch top colored boots for which he 
has found some demand. 

The high, colored boot, particularly 
in light shades of kid, appears to be 
the best selling novelty that has made 
its appearance so far. Some business 
is being done on strap pumps and 
straight pumps as well as the wing 
tip and brogue oxfords. Beaded kid 
and satin pumps for evening wear are 
going well in the line of a New Eng- 
land manufacturer, represented here. 


Back From European Trip 


Louis M. Hart, president of Cam- 
meyer’s, who has been in Europe for 
some months, returned last Saturday, 
September 4. While abroad Mr. Hart 
picked up some new style ideas and 
general information concerning the 
business situation in Europe. He also 
studied the methods of window dress- 
ing in France and probably will work 
out some ideas gleaned from Conti- 
nental displays in the Cammeyer win- 
dows in New York and Newark. The 
new windows in the Newark store of 
this organization have been completed 
and now present one of the most ar- 
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tistic displays in that city. Cam- 
meyers have developed a large busi- 
ness in hosiery and buckles which are 
given an entire section in the front of 
their 34th Street floor. Among the 
large sales in hosiery last week was 
that of a $40 pair of silk and lace 
stockings, bought by a customer for 
the trousseau of her prospective 
daughter-in-law. 


“What’ll You Have?” 


The Nemours Trading Corporation’s 
sale in the Grand Central Palace will 
close on September 11. Other quar- 
ters for the continuation of the sale 
of shoes, woolens and garments are 
being sought. According to Charles 
Mills, vice-president of the corpor- 
ation, about $2,000,000 worth of the 
$5,000,000 stock of shoes has been sold 
direct to the public since the inaugur- 
ation of the sale fifteen weeks ago, 
without the aid of experienced sales- 
men. The most successful of the 
salesmen recruited from all walks of 
life was an _ ex-bartender, whose 
familiar “What’ll you have?” brought 
him more sales than any of the other 
clerks. 


Two Tone Shoe is Novel 
In a window devoted to autumn ap- 
parel, Lord & Taylor’s last week 
showed a pair of button shoes with 
dark brown kid vamps and champagne 
colored uppers cut in spat shape. The 
shoes were of the button type. 


Chicago 


PAIR VOLUME LARGE 


August Business Very Successful, Say 
erchants 

August sales came to a close this 
past week and the many merchants 
throughout the city report that the 
volume of business done in pairs was 
far in excess of that which many of 
them had anticipated. -One of the 
prominent: loop merchants, dealing 
exclusively in men’s shoes, reports 
that his pair business for the month 
of July was 50% more than a year 
ago. This would tend to show that 
those who have initiative and are pro- 
gressive will séek business regardless 
of all the comment that is going on 
throughout the country about the shoe 
business. Live merchants will always 
be live and will always sell merchan- 
dise. 


New Boot Shop Opened 
Saturday, August 21st, the fourth 
link in the chain, as expressed by 
Wolock & Bauer, was the opening of 
their new boot shop at 6757-59 Stony 
Island Avenue, Chicago. Both Mr. 
Wolock and Mr. Bauer are. two of 





Chicago’s most progressive shoe 
merchants and have established and 
maintained four of the most exclusive 
shops selling women’s shoes_ that 
there are in the city. They are all 
community shops, none of them being 
in the Loop and the fact that these 
shops have been established within 
the past three years, tends to prove 
that if merchants in outlying districts 
will offer snappy and up to date mer- 
chandise at a reasonable price, it is 
possible for them to build a good busi- 
ness for themselves. 


Low Cuts Still Displayed 


Many low cuts are still being seen 
in the windows. Fancy novelty shoes 
in colors also are displayed in the 
Loop district. Loop merchants report 
that with cool weather setting in this 
coming week they anticipate that the 
opening week of the Fall season wil) 
be beyond their expectations and 
many say that with the ladies chang: 
ing from their summer frocks to Fall 
costumes, the demand for footwear to 
match can well be noticed in the gen- 
eral sale of merchandise. 
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JOBBERS REPORT GOOD 
BUSINESS 


This is Especially True of Trade in 
Children’s Shoes 


Local jobbers report that business 
in smaller cities is opening up to their 
expectations, city business having 
been good this past week, especially 
with those selling children’s shoes. 

Herman Cushman, vice-president 
of the A. S. Kreider Company, re- 
ports that business in volume of pairs 
this past week has been greater than 
it was a year ago. This demand 
for footwear such as sold by A. 
S. Kreider has been stimulated by 
the return of thousands who have 
been on their vacations and are now 
getting their children ready to start 
to school this coming week. Mer- 
chants have allowed their stocks to be- 
come depleted and the biggest demand 
at this time is for growing girls’ and 
misses’ shoes. 


Kreider Official Optimistic 


Mr. Cushman is very optimistic 
about this season and says they are 
carrying plenty of stock on the floor 
to fulfill excessive demands which 
they anticipate for immediate ship- 
ment from stock of various popular 
numbers shown in their line for this 
fall. ‘ 

George E. Harrison of the George 
E. Harrison Shoe Company, Chicago, 
reports that he is well pleased with 
conditions, the demand for novelty 
footwear having increased and busi- 
ness being done on low shoes and 
slippers to be worn with spats and 
with a good percentage of ten-inch 
boots being sold for immediate de- 
livery. 





New Shoe Department Opens 


The opening of the shoe department 
in Stevens’ ready-to-wear department 
store for women of this city was very 
successful. The arrangement and 
layout of the department is most 
unique, with an expénditure of over 
$100,000 for fixtures and trimmings. 
Mr. Rogers says he thinks that his 
store is the greatest of any in this 
country. 

Ten of the most beautiful thirteen 
foot show cases that have ever been 
used display most inviting and ap- 
pealing footwear to those seeking the 
finest. Discriminating women of Chi- 
cago have always made it a point to 
buy their attire in Chas A. Stevens’ 
store and now they will be able to 
complete the costume with an appro- 
priate boot or low shoe. The very 
finest array of hosiery and findings 
in addition to the latest in footwear 


for every occasion may be found in — 


this store. 

Mr. Rogers says that their business 
opened up with a rush far in excess 
of their expectations and the beauti- 
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ful store, with a seating capacity of 
125, together with the pleasing person- 
nel of the sales organization and the 
high quality of merchandise offered, 
will surely prosper right from the 
start. 


Slippers and Buckles 


Black calfskin and kid slippers 
with cut steel buckles are quite in 
vogue for afternoon wear while black 
satin with the rhinestone buckles are 
much in demand for evening. Colored 
slippers in satin with inlaid designs, 
showing hosiery to match, are quite 
the thing for those who go to ex- 
tremes in matching up their evening 
attire. 


Foster Sale Well Attended 


Fred Orth of F. E. Foster & Com- 
pany reports that their annual sale 
was well attended by their regular 
customers but that the general public 
has been so fed up on sales which 
have been running since early in 
January in this city that the appeal 
of the newspaper advertising was 
practically lost. It has been the 
policy of this organization ever since 
they have been in business to make a 
good reduction in their odds and ends 
and odd lots which they are closing 
out for the season, with an allowance 
of one dollar per pair on regular 
merchandise which carried through- 
out the year. There is always a spe- 
cial attraction in the sale of evening 
slippers which are offered by this 
company which is one of the most ap- 
pealing features of this annual sale. 

Orth says that their fall business is 
opening up in good shape and that he 
looks for a good business throughout 
the season. 


Buying Conditions Throughout 
the City 


The exclusive merchant of the pro- 
gressive type in this city at the pres- 
ent time is only buying to his immedi- 
ate needs and buying from those 
manufacturers and jobbers who can 
make immediate shipment. This ac- 
counts for the volume of small orders 
which manufacturers and jobbers are 
receiving throughout this territory 
and will have more to do in stabiliz- 
ing the market and price conditions 
than anything else owing to the fact 


that it will make it possible for retail. 


merchants to keep their stocks in bet- 
ter condition than they have in former 


- Seasons. 


KANSAS CITY NEWS 
Fred Grays Bostonian Shoe Store, 
1921 Main Street, Kansas City, will 
open Saturday, Sept. 11th. Mr. Grays 
will show a full line of new Fall foot- 
wear at popular prices. He is well 
known in that city. 















Where to Buy 


Women’s Shoes 





























Ladies’ Shoes 
Party Slippers 
and Novelties 
In Stock-In Widths 
THE WESTCOTT- 
WHITMORE CO. 
Syracuse. N. Y. 
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STRAP SANDAL 
hme Gabe stock 


Glazed Celt Flexible McKay 
St. No. 500. T 
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Sock Comfort Nambere 
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ver 

Yin Meese Peotn, 

Brown. 

Also Women’s Boudoirs in 

en aicae. pat Quiltec Satin, 

ABBOTT SHOE CO., No. Reading, Mass. 





























FERN & POOR CO., Inc. 


Manufacturers 
Newburyport, Mass. 


Women’s Turn 
Comforts 
Boots & Slippers 
for the wholesale trade 



























ALGIER SHOE MFG. CO. 


‘er Shoe 










Highest Grade Women’s Shoes, Turns and Welts 
138 Broadway, Brooklyn, N. Y. 

















The “Spartan” Shoes 


for 
Girls of All AgeS 
The A ic 
poe ad Ber oa 
Send for Our Catalogue 


Bacon-Rollins Co. 
Factory: Lynn, Mass 



























“Fernco-Quality” Comfort Shoes ; 
Ladies’ Hand Turned 
OOTS, OXFORDS 

, AND SANDALS 

Cushion Sock Lining 

Widths, D, E, EE 

THE ; 

FERN SHOE CO. ‘ 

41 Water St. d 
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Where toBuy 


Men’s Shoes 





























Gentlemen’s 


Shoes 


A.E. Nettleton Co. 


SYRACUSE, N. Y. 


























(P) MAPACKARD COMPANY 










BROCKTON 
THE 
JOHN RPHY 
madd (HOE 
@rewcs ano ration mew Torn Or nces 










































































Stacy Adams Co. 
Manufecturers of 
MEN’S FINE 
SHOES 


BROCKTON, MASS. 
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Cincinnati 


ALL SET FOR FALL 


Merchants Are Ready—Waiting for 
Break in Weather 


The retail business at the local 
downtown stores during the past week 
has been of a very encouraging 
nature. Retailers have their Fall and 
Winter stocks in shape ready for the 
regular trading that is looked for 
with the first break in the weather. 
One prominent merchant states: 

“All we need now is the right kind 
of weather. The public, I believe, is 
ready to purchase Fall footwear as 
soon as the need is emphasized by 
colder weather.” Brown brogues 
have been very much in demand at the 
ladies’ shops this past week. Low 
shoes in virtually every style, especi- 
ally walking shoes, are expected to be 
popular for Fall wear. The demand 
in men’s lines is for the better grades. 
One merchant carrying men’s shoes 
priced from $7.00 to $16.00 says he 
has not sold one pair this week for 
less than $12.00. This merchant also 
says that he has had a growing de- 
mand for black shoes, their sale being 
about equal in number of pairs to the 
sale of browns. The brogue is hold- 
ing its favor in blacks as well as in 
tans according to this merchant. 


Last Saturday, September 4, the 
new local branch of the Endicott- 
Johnson Corporation held its formal 
opening. This new store is located at 
512 Vine Street, in one of the most 
desirable blocks of the entire city. 
The opening was under the direct 
supervision of district manager W. 


EARLY FALL TRADE BRISK 


Vacationists Are Back from Seashore 
and Mountain 

This is just the edge between two 
seasons—late summer and early fall, 
and while a large number of shoes are 
selling, in a great many instances, 
buyers are taking odds and ends to 
carry them through until the first of 
October. 

A great many of them figure that 
September is an overhang from the 
summer season, and those shoes which 
they buy now at clearance sales will 
be in shape to wear next season. 
Most of the stores in Boston have 
cleaned up their novelty summer 
styles, but a few of them have some 
shoes left which are selling very rap- 
idly and will not last more than two 
weeks more at the very most. It is a 
little early yet to figure on boots. 
The great majority of shoe merchants 
in Boston seem to think that a good 


Boston 








H. Waddington. K. F. Hartnagel 
will act as the local manager. Mr. 
Waddington states that the opening 
day was very satisfactory from a 
standpoint of business. He opened 
another branch at Dayton on August 
28. Plans are under way for the 
opening of additional branches at 
Chicago, Indianapolis and Louisville 
within the near future. 


Regal Clearance Sale 


The local branch of the Regal shoe 
store is presenting their Final Clear- 
ance Sale values this week. $12.00 
values are offered at $6.65, while 
other values from $12.00 to $16.00 are 
offered at prices ranging from $8.35 
to $11.35. Manager Geisting reports 
a very good business for the month 
of August and looks forward to a 
healthy fall season. 


Men’s Department Remodeled 


The remodeling work on the men’s 
department at the Mabley & Carew 
Company is well under way. Both 
the seating capacity and the shelving 
space have been virtually doubled as 
a result of the change. 


Change of Name Rumored 


It has been rumored in the local 
trade that Helmers-Bettmann & Com- 
pany will change its name within the 
near future to that of The Dunlap 
Shoe Company; that J. Epstein, at 
present sales and advertising man- 
ager, will become one of the larger 
stockholders in the business when the 
change takes place. 


sensible boot, not more than 9 in. 
high, sells to that large conservative 
trade which seems to center in this 
vicinity. 

They do not seem to think that in 
Boston the very high boots in colors 
will sell in quantity, but this is sim- 
ply a guess, and inasmuch as the 
buyer makes the market, women may 
not buy as anticipated. 


Oxfords Considered Good Bet 


Some merchants figure that brogues 
and plain oxfords in tan and black, 
together with the undressed pumps, 
will be big sellers during the coming 
season, their contention being that 
women would far rather wear spats 
with the oxfords than go to the trou- 
ble of putting on boots. This view 
may be all very well at the present 
time, when there is no snow on the 
ground, but the moment we get some 
good, snappy cold weather women will 
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very quickly put on boots as they al- 
ways have. There is no doubt about 
undressed pumps being very popular 
this year, on account of the fact that 
with them buckles can be worn, and 
nothing dresses up a shoe so well as 
a beautiful buckle. Incidentally, it is 
no small part of the shoe merchant’s 
business these days to sell buckles, 
inasmuch as they are priced at from 
$5 to $75, and show a very good 
margin of profit. 


Open New Shop 


Edwin Clapp & Sons will this week 
open their new women’s shoe shop in 
the Little Building, inside of the build- 
ing on the first’floor, very near the 
Shubert ticket office, and expect a very 
good business here, as the store ar- 
rangement is essentially feminine, and 
it will make a strong appeal not only 
on account of the well-known quality 
of the Edwin Clapp shoe, but also on 
account of their attractive surround- 
ings. 


Also in Little Building 


Crossett Shoe Co. will also get into 
action the latter part of this week at 
their new store, 78 Boylston Street, 
which is very near the corner of Tre- 
mont Street. They have been at this 
location since the first of September, 
but so far have only cleared some old 
stock which they had on hand and will 
not display any fall goods until the 
first of next week. 


Clearance Almost Over 


J. R. Esart Co., 46 Boylston Street, 
are clearing all of their summer styles 
in “Johnston & Murphy” and “Ban- 
ister” shoes, and very good values 
are being offered, especially in brogue 
oxfords, both in black and brown calf 
and cordovan at $12.50. 


At the Continental 


At the shoe department of the Con- 
tinental Clothing Co., where Glove 
Grip shoes are featured at $12 and 
$13, a rather peculiar situation has 
developed. They had on hand a large 
stock of cordovan brogue boots and 
oxfords, which they were rather fear- 
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ful of being able to sell, but much to 
their surprise the early fall trade has 
demanded these shoes and will take 
nothing else. On Saturday last hardly 
a customer came into the store but 
that asked for cordovan brogues, and 
as a result they anticipate a large 
season in these styles. 


Plain Pumps Popular 


Jones, Peterson & Newhall seem in- 
clined to be somewhat conservative in 
their buying this season, and are going 
to push brogue oxfords, plain toe ox- 
fords and stripped pumps in both 
brown and black calfskin and kid. 
Mr. Peterson anticipates a very good 
season in these styles especially, on 
account of the fact that buckles look 
very well on striped pumps. He 
figures that women will wear them 
more this season than ever before. 
Some of the buckles which he is show- 
ing would make any woman want to 
buy them, as everything is shown from 
the plain style to the fanciest rhine- 
stone, from $5 up to $75. Except for 
a very few numbers they are going to 
carry no novelties, such as the one- 
strap and sabot pumps, or cut-out de- 
signs of any kind, as they figure some- 


- what correctly that their trade does 


not want these. 


Cordovan Shoes Featured 


Coes & Young have a large number 
of cordovan brogue oxfords in stock, 
which are selling very readily, owing 
to the fact that the average shoe man 
prefers calfskin, anda great mass of 
buyers ask for cordovan shoes when 
they enter a ‘shoe store. This has 
been the case with Coes & Young 
right along, and cordovan brogues 
have been the biggest sellers. 


End of the Season Sales 


Edwin Clapp, Coes & Young, and 
Walk-Over shoe shops are almost at 
the end of their clearance sales. Odds 
and ends from the summer season are 
marked at prices which must move 
them, and within a week or so their 
new stock of fall goods will be on dis- 
play. They all figure a very success- 
ful, prosperous season, especially in 
calfskin and cordovan brogues. 


Cleveland 


RETAIL TRADE GOOD 
Stores Still Busy Selling Low Shoes 


A canvass of the stores along Euclid 
Avenue discloses a big difference in 
the styles of shoes that are being sold 
to the consumer. It leads one to the 
belief that a good merchant, who 
takes care in displaying his shoes, can 
sell most anything that he cares to in 
these days when money is plenty and 
prices are high. 


In some of the stores, the most 
fashionable one at that, they are still 
busy selling low shoes. In some places 
the percentage is about 85 per cent 
low shoes, while in others the man- 
agement says that 80 per cent of the 
buying is boots. 

A. C. La Rose, manager of the Chis- 
holm store in Euclid Avenue, near 
East Twelfth Street, declared that in 
his store the clerks were selling 85 
per cent low shoes, and that they 
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were enjoying a heavy run on woolen 
and silk stockings. Mr. La Rose says 
that his demand is greatest for ox- 
fords, with tans being the most popu- 
lar color. Brown is very popular, 
and is certain to retain favor through 
the winter and spring. Cuban and 
military heels enjoy the greatest 
popularity at this store, with the for- 
mer holding the advantage in the pub- 
lic favor. : 


Brogues Selling Well 


The brogue effect in low shoes goes 
well, while black satin is going well. 
Suedes are not so good, and they are 
going poorly. The store management 
expects a better run on them when 
the weather gets colder. 


One Merchant Selling Boots 


Elmer L. Volkmor, proprietor of 
Volkmor’s Hippodrome Store, in 
Euclid Avenue, and the owner of three 
other thriving stores, one in Mans- 
field, a second in Monroe, Mich., and 
a third in Tiffin, Ohio, says that his 
days for selling low shoes in any con- 
siderable quantity has passed. He 
says that for more than a month he 
has been enjoying an excellent patron- 
age in high shoes in each of his four 
stores. This condition has prevailed 
in the store since Aug. 1. There has 
been an elaborate display of high 
shoes, tastefully arranged, with par- 
ticular care taken to attract the at- 
tention of passersby. 

This is one of the few stores in 
Cleveland that at this time is in 
position to. yield data that will help 
one in forecasting what styles in high 
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shoes the public will demand. Ninety- 
five per cent of the boots sold were 
tans, and with Cuban and military 
heels. The former enjoyed the great- 
est popularity with the patrons of the 
store. 

Mr. Volkmor says that he has not 
sold many brogues. Blacks in kid and 
calf are going fairly well. He looks 
forward to an unusually good season 
in boots, and asserts that it is foolish 
to expect the consumer to wear ox- 
fords or other styles of low shoes 
when the weather cools. 


Shoes at $4.99 Per Pair 


One of the sales that has attracted 
the most attention in Cleveland this 
year is that of the Travers shoe store. 
It was conducted Friday and Satur- 
day of last week. A big white can- 
vas stretched across the front win- 
dow announced that the whole lot of 
low shoes remaining in the store were 
to be disposed of at the single price 
of $4.99 per pair. In the list were 
low shoes that earlier in the last 
season had sold up as high as $16. 
The consumer evidently is on the look- 
out for such bargains, for the store 
did a rushing business, and many left 
with two and three pairs. 


Many Shoe Travelers in City 


More traveling salesmen are to be 
seen in Cleveland now than ever be- 
fore at this season of the year. The 
travelers didn’t get their usual orders 
from Cleveland merchants for winter 
and spring goods, and now they are 
getting healthy requests for immediate 
delivery. 


Philadelphia 


FAIR FALL SALES EXPECTED 


Business to Date Justifies Expression 
of Optimism 


With the advent of September the 


retail trade is making preparations 
for increased business, though with 
far from any hope of record-breaking 
sales. 

Basing opinions on estimates of 
manufacturing conditions and the pub- 
lic’s future attitude, it is, of course, 
possible to arrive at many conclusions 
as to what the fall holds in store for 
the retail trade. But all this is opin- 
ion and estimate. So far there have 
been but three developments in actual 
sales which may be taken as more ac- 
curate revelation of the public’s buy- 
ing tendency. One of these is the 
end-August volume of business. An- 
other is the pre-Labor Day volume, 
and the third is the pre-school volume 
in children’s footwear. 


Bargains Find Trade Waiting 


All three of these factors indicate 
that fall is going to develop fair 





sales. Not heavy. Not destructively 
light. Just mediocre. Throughout 
all three classifications of sales there 
is to be noted little if anything of an 
easing up of the public attitude on 
prices. As it has been ever since the 
break in retail prices and the unload- 
ing of surplus stocks in all lines of 
business, bargains find ready and quick 
sale, and high-priced stocks move very 
languidly. 

The department stores, which get 
a better chance of. judging the retail 
shoe market in its interrelations with 
the retail markets in other classes of 
merchandise than does the average 
shoe specialist, are continuing without 
let-up their efforts to locate and offer 
merchandise on which they can make 
price concessions. 


A Question of Psychology 


“Tt is all very well to talk increased 
prices for fall,” declares one depart- 
ment store shoe man, “on the basis 
that shoes simply can’t be made to sell 
at the bargain prices of the last sev- 
eral months, and that therefore the 
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public will have to pay somewhat of 
an advance. I grant you that the 
manufacturer is ‘up against it,’ and 
that on the whole his costs warrant 
his prevailing prices. But that does 
not prove that it’s going to be easy 
to sell at the corresponding retail 
prices. There’s one point which too 
large a proportion of the shoe trade 
are prone to lose sight of. It’s the 
relation of other markets in the psy- 
chological effect they have on the 
public. The demand of the public is 
not to be gauged strictly on the basis 
of prices within the shoe industries 
and trades, nor yet entirely by the 
actual buying power of the public. 
When prices fall in other lines, cotton 
and woolen goods, clothing, silks and 
the like, the public gets accustomed 
to the lower levels, and obstinately 
keeps looking for them in other lines 
as well, including shoes, and even 
when it cannot find them it buys at 
the higher levels only with great re- 
luctance and in much smaller volume. 
That psychological attitude is going 
to be a big factor in the retail sale 
of shoes this fall. We know it in the 
department stores, because we can 
analyze our sales in comparison with 
the rise and fall of prices and volume 
in the other departments of the store.” 


Sale Follows Sale 


But this concentration of effort on 
locating and offering price recessions 
is by no means confined to the depart- 
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ment stores, though it is, perhaps, 
more general among them than in the 
regular trade. Many of the stores 
have been continuing their special ad- 
vertising of bargains throughout the 
summer. And if the volume of the 
sales has decreased it has simply been 
because there have not been enough 
low-priced stocks available for all. In 
more than one center-city store sale 
has followed sale with hardly an in- 
termission. First it’s a “clearance” 
sale, then a sale of “odd lots,” then a 
“pre-inventory” sale, then a “post- 
inventory” sale, then a “summer” sale, 
and so on. 


Increase Prior to Labor Day 


There was a noticeable increase of 
business for several days prior to 
Labor Day, and in this, undoubtedly, 
the sudden recession of the thermom- 
eter from one of the hottest and most 
depressing periods of the summer to 
temperatures which actually demanded 
wraps and waistcoats, helped much. 
But at that, few of the stores were 
willing to admit that there had been 
any extraordinary rush of business. 
Even pair sales appear to have been 
much smaller on the average than for 
the same period last year. It was the 
stores that had the bargains, and put 
those bargains in their windows or in 
their advertisements, where the public 
could see them that attracted what 
crowds there were into their doors. 


Lynn 


SHOE ORDERS COMING IN 


Lynn Manufacturer Booking Business 
on 10-Inch Boots 


Illustrating new business, a Lynn 
manufacturer opened five letters that 
came in the New York mail the other 
morning. Each called for shoes. The 
buyers asked for 10-inch boots, of 
colored kid and suede leathers. 


NEW STYLES SEEN 


The Bronze Boot and Satin Pump Are 
on Deck Again 


Simple, but elegant, are some black 
satin pumps, lately introduced into 
Lynn shops. They are long and 
slender, with covered Louis heels, of 
course. The throats are square. The 
fittings are unusually fine. Indeed, 
it is doubtful if finer upper stitching 
was ever done in Lynn. One maker 
of these pumps surmises they will be 
worn for dancing, and that shoe mer- 
' chants will sell buckles of brilliants 
to adorn them. 

An old friend, the bronze boot, bobs 
up again. It is 10 inches high this 
time. It has a covered Louis heel. 
It is a dress boot, for afternoon or 
evening wear. 





Boots, Oxfords and Pumps 

Judging from shoes going through 
Lynn shops, boots, oxfords and pumps 
will all be worn in the early fall. 
Sandals and strap effects seem a com- 
promise between low cuts and high 
cuts. Some say that young women 
will keep on wearing low cuts, be- 
cause so many pretty stockings have 
been sold, and they’re not to be con- 
cealed. Others say that boots will 
sell, because they are so pretty. 

The “novelty to order” lines are 
made up of boots of colored kids and 
suedes. The hues are much lighter 
than a season ago, and foretell a 
run on lighter colors for next spring 
and summer. 

The stock lines are strong on dark 
brown boots and oxfords, with mili- 
tary heels. 


Color Forecast Made 
A. J. Mahoney, of the George E. 
Coffon Shoe Go., started the first of 
the week to show new samples to his 
customers. He sums up styles thus: 
Colors—in kids, autumnal brown, 
camel, blue and grey; in suede, dark 
brown, pearl grey and blue. 
Lasts—3% and 3% vamps, and 18/8 
heels chiefly. 
Patterns—10-inch boots, and some 
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low cuts; whole quarter effects; also 
fancy foxed effects. 

Other features—few 
plates in heels; invisible eyelets and 
laces to match the colors of the shoes; 
fine perforations; fine silk stitching; 
few inlays, cut-outs and no scroll 
work. 

Some military heel shoes for walk- 
ing, and some black satin pumps for 
dancing. —_—__——_ 


New Sales Manager Named 


G. W. Koenig has become a mem- 
ber of the Bender Shoe Co., Lynn, 
and manager of its sales department, 
with headquarters at 183 Essex Street. 
He was with Richards & Brennan Co., 
Inc., of Randolph. He has started on 
a Western trip, with new samples of 
women’s McKay shoes. M. F. Costi- 
gan, treasurer of the company and 
its former sales manager, will put in 
more time at the factory, but will 
continue to visit the Eastern trade. 


Some Lynn Changes 


The National Shoe Co., Mulberry 
Street, is fitting up a No. 2 factory 
at 56 Willow Street, for making 1500 
pairs of misses’ and children’s McKay 
shoes daily. Hyman Isenburg is pres- 
ident and Isador Stein is treasurer of 
the company. 


The Leary Shoe Co. is starting to 
make 300 pairs a day of fine turn 
shoes for infants and children, sizes 
No. 2-8. D. J. Leary is president and 
P. A. Leary is treasurer. 


W. A. Worthen Shoe Co., Lynn, 
was recently incorporated with $10,- 
000 capital, and F. A. Walters, presi- 
dent and treasurer. 


Mr. Cruise, who was with J. L. 
Walker Co., is starting a shoe busi- 
ness in the Vamp building. 


Foremen’s Study Class 


The foremen and department heads 
of the A. C. Lawrence Leather Co., in 
Peabody, have formed a class for the 
study of the duties and responsibilities 
of their positions. They will meet 
every other Wednesday in the factory 
restaurant at Peabody to listen to 
lectures on the theory and practice 
of modern management. They will 
have a general discussion after each 
lecture. 


Lynn Style Show in Store 


The next Lynn style show will take 
place in the Burrows & Sanborn store, 
instead of at the Lynn fair. It will 
take place in late September. The 
managers decided that they could not 
put on a style show properly out of 
doors, because of the lack of scenery 
and the liability of the pretty shoes 
and costumes getting damaged. Bur- 
rows & Sanborn have in their store all 
the facilities for a style show. They 
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have put on a show, each fall and 
spring, for several seasons. 


Shoes by Post 


Lately many shoes have _ been 
shipped by parcel post from factories 
of Lynn and the North Shore. The 
increase in freight rates is one reason 
for this. Another reason is that small 
orders are being filled from stock shoe 
departments. Leather and shoe fac- 
tory supplies also are being shipped 
by parcel post. The postage on one 
shipment of leather from a tannery 
was $12. 


Wire Brushes for Suedes 
Lynn manufacturers use a fine wire 
brush for cleaning suede shoes. 
That Velvet Finish 


To get a velvet finish Lynn manu- 
facturers use a buffing paper so fine 
that one may smooth and clean the 
palm of his hand with it. 





OLD BUT ENCOURAGING 


A shoe man moralizes thus, 
to cheer himself up: 

“Yes, people must wear out 
shoes, and, wearing out shoes, 
must buy new ones. 

“Car fares being higher, I 
figure people will walk more, 
and therefore wear out shoes 
faster. Yet shoes are terribly 
well made these days, and wear 
a long, long time. 

“T find that the average active 
person takes 12,185 steps in a 
day’s journey. He weighs 160 
pounds. So he hits the sidewalk 
with a total force of 1,948,000 
pounds in a day’s journey. 

“A terrific hammering like 
that ought to wear out shoes in 
the course of time, and start 
people to buying new ones. 

“Anyway, I’m doing business 
in hopes.” 











New Method of Improving Shanks 


A new company has been formed 
under the name of the Gotham 
Process Shank, Inc. It has been 
granted patent rights upon an im- 
proved method for obtaining definite 
shapes, or outlines, on the shank and 
ball of finished shoes, such method pro- 
viding for shoes to be shaped while 
in temper during the regular process 
of making. 

The manufacture of shoes contain- 
ing the so-called circular ball, or cot- 
tage shank, is obtained by the bolster- 
ing of the outer soles by an improved 
method, no special shank being re- 
quired between the soles, thereby sav- 
ing any expense in connection with 
the purchasing of special shapes or 
forms of shanks. The bolstering ma- 
terial, covered by the patent rights 











September 11, 1920 


already granted, used in connection 
with the so-called regular shank 
piece, with very ordinary methods ap- 
plied during the making, produces re- 
sults that are economical, and are be- 
lieved to be worthy of the attention 
of all shoe manufacturers. 

Under the improved process the 
practice of molding or shaping outer 
soles previous to such outer soles being 
attached to the shoes is eliminated, 
thereby saving much time and ex- 
pense, also the method involves no loss 
of production whatever, as the simple 
operations required constitutes labor 
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that can be easily and quickly per- 
formed, and in no way detracts from 
the rapid progress of production 
through the factory. 

This' process is offered to all shoe 
manufacturers under a license plan. 

The officers of the newly formed 
company are: Albert N. Blake, presi- 
dent; Frank E. Roberts, vice-presi- 
dent; Frank C. Stetson, treasurer; 
Frederic W. Howe, secretary, all of 
whom are prominently connected with 
the Watson Shoe Co., at 266 Broad 
Street, Lynn, Mass. 


Columbus 


FALL STYLES ON DISPLAY 
Retail Prices, However, Show No 

; Disposition to Drop 

This week being Ohio State Fair 
week saw new fall styles on display 
in all of the larger downtown stores. 


Mahogany calf predominated in the 
display of men’s footwear, while 


honors in women’s shoes were about - 


equally divided between black and 
mahogany shades. Prices on fall foot- 
wear contradict the general opinion 
of the public, that shoes would be 
lower for this season. 

The F. & R. Lazarus & Company 
have on display a full line of satin 


pumps, one strap pumps, ribbon 
Theo ties and the new ankle 
strap pump, all in black satin. 


The Fashion displayed a very beauti- 
ful blue kid, ten inch top boot, also 
the same style in blue suéde and 
brown suéde that should be a good 
number for this up-to-date »shoe de- 
partment. The Morehouse-Martens 
Company were showing the new fall 
sport models: The A. E. Pitts Com- 
pany featured the brogue oxfords 
and boots in both the men’s and 
women’s styles, also, the wing tip 
oxfords and boots in the women’s. 
Contrary to expectations, the shoe 
merchants report that so far it has 
been no trouble to sell the higher 
priced footwear. One merchant re- 


ports that the majority of his sales 
have been on the $18 and $20 oxfords 
and up to $25 on the boots; this, of 
course, does not hold good all over 
the city—this merchant handles one 
of the widely} advertised lines of 
better footwear and, of course, has a 
select list of patrons for this grade. 


Fair Visitors Are Shoppers 

The downtown stores report a very 
good business for the past week and 
state that many visitors to the fair 
took advantage of this week by com- 
bining their pleasure and shopping 
tours by purchasing their fall foot- 
wear at this time. 

Browning’s held their grand open- 
ing of their new bargain basement 
by featuring many bargains in this 
department. They have utilized a large 
space of wasted room by adding this 
‘department, and from the sales of the 
first few days of the opening it is 
to be judged that they have made a 
very wise addition. 


New Manager On the Job 

L. P. Warner, formerly of J. L. 
Hudson Company of Detroit, has as- 
sumed his new position as manager 
of the shoe department of the More- 
house-Martens Company. Mr. War- 
ner has been connected with the J. L. 
Hudson Company for twelve years 
and comes to his new position highly 
recommended. 


Louisville 


MERCHANTS MAKING MONEY 


Fewer Sales But There Is a Profit 
On Every Transaction 


Trade with local shoe merchants. 
has been rather quiet compared to 
the business handled during the sales 
which dominated the summer months. 
But this is no excuse for pessimism, 
for while fewer sales are made there 
is a profit in doing business these 


days, a fact which has not been 
generally true the past few months. 

The past week has been a between- 
season week, marking the end of 
summer goods sales and the begin- 
ning of the fall season. Final re- 
duced price sales show shoes selling 
as low as $1.99. One Fourth Avenue 
concern offering goods at this price 
is having a good volume of sales. Fall 
business so far has been almost wholly 
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ATLANTIC PRINTING CO. 


Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 


201 South Street, Boston, Mass. 
Telephone 4960-4961 

















COLOR PRINTING DESIGNING 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 




















Whereto Buy 
Window Trim Material 








Window Displays 
BACKGROUND __ PAPERS, 
ARTIFICIAL FLOWERS, etc. 

Send for Catalogue 

DOTY & SCRIMGEOUR SALES CO. Ine. 

30 Reade Street, New York 








DISPLAY MEN 


Attractive Windows— Use Win-Dece 
ugs, Show Cards, Flowers, 
7 “Lean Gast" d Gamaleen Benen 
Wat-sare oeetay SERVICE 
220 E. Les, St., Baltimore 
624 Consumers Bidg., Chicage 
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F. S. ROOT CO. 
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7 oar manny : 
Restore Weight Bearing Where it Belongs 
HEEL. OUTER BORDER? BALL 
Corrects Foot Weaknesses 














Naturally 
t Wor an Arch Support 











A good leather BOW or a BUCKLE 
madé by the VANITY 
will sell your shoe 


VANITY NOVELTY WORKS 
913 Gates Ave., Brooklyn, N. Y. 











MEYER’S THREAD 
Is the Safe Thread 
F fer dependable shoemaking. 
a} t “ our — for 3 
quality rite for sam 
and test it yourself. 
Used in 156 different indus- 
tries including shoe trade. 


2 4. MEYER THREAD CO. Lowell, Maus 











SHOE BUCKLES 


* OF EVERY DESCRIPTION 
* BEADED AND METAL 
BUCKLES 


OUR SPECIALTY 


FASHION ORNAMENT CO. 


198 MIONTAGUE ST to tele] ¢5 4. i. ie 4 








You need this book on 


SHOE WINDOW 
DISPLAYS 


Get it today! $2.75 postpaid 
FRANK P. TAYLOR 


BE 








381 Wash’n St., Boston, Mass. 
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ee, shoe buckles 
ever since L9OQS 


L. ALTERSON & CO. 


PHONE GREELEY GOGO 


New York City N.Y. | 








162 W 34¢ St., 








BOOT AND SHOE RECORDER 


confined to the sale of women’s brogue 
oxfords and similar models in men’s 
oxfords and shoes. There is a good 
demand for these models already, 
dealers report, and indications are 
that there will be a wide sale of them 
throughout the season. Men, it seems, 
cannot afford to buy an oxford for 
a few months’ wear. They are buying 
high shoes for winter wear. The 
coolest weather Louisville has had in 
September for many years has 
brought unusually large numbers of 
persons downtown and business has 
profited accordingly. Dealers report, 
however, that many of those who 
come in the stores, especially among 
the women, are wanting “something 
for nothing,” and are “just shopping 
around.” They are very particular 
and examine goods with care. Many 
dealers are already feeling the after 
effects of the reduced price sales 
which were prevalent during the sum- 
mer, and find that many of their 
regular customers have stocked up. 
However, this is not true of the small- 
town trade, from which Louisville 
draws considerable business, probably 
to a greater degree than many other 
cities of similar size. This class of 
trade is due next week, when the 
Kentucky State Fair will be held here. 
Many persons in nearby towns await 
the time of the fair to make a shop- 
ping trip to the city. A great number 
of these did not have opportunity to 
take advantage of the sales and, 
therefore, are in the market. 


Louisville to Have Style Show 


Secretary Roger Dougherty, of the 
Louisville Retail Shoe Association, 
recently issued a call for a meeting 
of the club for last Tuesday night 
at Bruen’s Garden. A chicken supper 
was served, following which members 
discussed plans for a style show which 
will be held in connection with a local 
manufacturers’ exhibit in the Armory 
twelve days, beginning Nov. 22. 

The promoter in charge of the ex- 
hibit spoke at the meeting and put 
his proposition before members. His 
object in staging a shoe style show 
is to draw the public. The only ex- 
pense to which the association will 
be put is that of providing six living 
models and the shoes for the models 
to wear. The promoter will pay for 
all space, advertising, decorations, 
platform for the models, and all other 
expenses. He will spend more than 
$6,000 in making this exhibit the 
biggest and livest ever held in the 
city. There may be some trouble in 
securing for the women models cos- 
tumes commensurate with the quality 
of the shoes to be worn, as_ local 
women’s wear retailers have recently 
shown a disinclination to display their 
more exclusive garments in public 
or to the public, claiming that once 
this is done they are unable to sell 
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them. However, it is felt that this 
will not prevent the association from 
holding the show. As far as planned 
at the present, each member will be 
allotted certain times at which his 
goods alone will be exhibited. There 
will be twelve afternoon and twelve 
evening shows, so that there will be 
plenty to go around. Each member 
may advertise his own individual day 
and the promoter will advertise it as 
a shoe style show. 


Retired Merchant Dies 


B. Henry Alges, 81 years old, re- 
tired shoe merchant, died at his home 
here last week of the infirmities of 
age. Mr. Alges was engaged in the 
retail shoe business many years, but 
retired some time ago on account of 
his health. He is survived by one 
daughter, Mrs. Edmund Wulf. 


New Byck Store to Open Soon 


The finishing touches are being put 
on Byck’s new store and the process 
of moving and opening for business 
will be completed within a week, ac- 
cording to Noel Lyons, manager of 
the store. There remains only a 
little work to be done, such as wall- 
papering the rest room, finishing the 
work on the elevator and the laying 
of the cork floor. The shelving has 
all been installed and stock for the 
new store is in the basement. Stocks 
in the old store have been placed in 
shipping cases and will be sold before 
moving. 


Buying in Chicago Market 


Frank Miller, of Miller’s, Ltd., is in 
Chicago on a buying trip. He will 
remain there a week or ten days. 


Merchant Takes Motor Trip 


J. C. Fedler, Sr., of the Boston 
Shoe Company, has just returned 
from an extensive motor trip through 
the North, accompanied by Mrs. Fed- 
ler and Misses Kitty Richardson, of 
the Children’s Department, and Anna 
Kelley, of the office. The party visited | 
several resorts in Michigan and Wis- 
consin. 


Large Order from South America 


The H & H Blacking Company, 
which have for many years been iden- 
tified with the production of stains 
and blackings in this city, recently 
received from South America an order 
for 3000 gallons of edge blacking and 
edge tan stain, the total value being 
upwards of $8,000. This concern does 
a large business with South American 
shoe manufacturing concerns through 
export agents in New York City. 
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Pittsburgh 


STORES DISPLAY LOW CUTS 


Still Showing Summer Footwear, 
Although Fall Clothing Is in 
Windows 


Contrasted with the shop windows 
over the city that display seal-skin 
coats, stoles and chokers, are trims 
of retail shoe stores that still continue 
to show footwear of a waning low cut 
season. Fair and exceptionally warm 
weather throughout the past two 
weeks, however, has brought on ad- 
ditional sales of oxfords and pumps, 
and they have moved surprisingly 
well, considering the time of the year. 

Whites in low cuts as well as boots 
resemble the white tinsel, cotton and 
ermine background of ‘winter’s garb in 
the fall trimmed windows of some 
stores, but displays farther up the 
street, along the main thoroughfares 
of the city, show low cuts to impress 
onlookers and prospective purchasers 
that milady of Pittsburgh will be 
fashionably dressed with a winter ox- 
ford, preferably a modish brogue with 
military heels in tan or cordo calf 
with wool hosiery to match. 


Brogues Are Featured 


At Lairds are displayed many smart 
new styles in all the desired leathers, 
featuring their brogue oxfords at $10, 
$12 and $15, with woolen hosiery in 
many desirable patterns at $3, $4 and 
$5 per pair. 

At Walk-overs a final sale on all 
low cuts “that made the city realize 
that here were absolutely the greatest 
shoe values ever offered in Pitts- 
burgh,” included in its clean-up 
brogues of the finest custom grade 
and bench-made models which for- 
merly sold for $14 were reduced to 
the price of $8.90. The brogues were 
in calfskin and genuine shell cordovan 
on a very smart English last. 


First Showing of Fall Footwear 
Styles 


The window that caused the first 
stir in local shoedom was that created 
by the Queen Quality boot shop dis- 
play of fall shoes. A great deal of 
attention and favorable comment were 
noted on their neatly trimmed win- 
dows. Their display was impressive 
to passersby because of tlie fall shoe 


prices, the average price of fourteen 
boots being $13, and that of oxfords 
being $12.25. The second character- 
istic of their display was the large 
variety of the season’s styles for 
women and growing girls, who will 
find it comparatively easy to make 
their selective choice. Still another 
feature of the trim was their display 


’ of heavy all-wool, “Made-in-England” 


sport hosiery retailing at $2.50. 


Oppenheim, Collins Hold Sale 


On Tuesday the firm of Oppenheim, 
Collins & Co. featured their new 
fall kidskin boots for $7.85. These 
high-top shoes were advertised the 
day previous as being sold for actually 
less than the present cost. The shoes 
were of flexible welted and hand- 
turned soles, military and Louis XV 
heels. The sale was featured success- 
fully in the papers and Tuesday was a 
busy day for shoe salespersons. 


Pittsburgh Shoe Puffs 


Hanan & Sons stores in the city 
were closed Saturday out of respect 
to the late John H. Hanan. 


Mr. Zahn, manager of the Queen 
Quality boot shop, will soon be on his 
way to Boston, where he expects to 
study the “latest” of eariy winter’s 
shoe business. 


Alfred J. Mensch left the city to 
join his father, C. J. Mensch, at Buf- 
falo. The latter has been in the 
“wilds” of Canada for the past two 
weeks, enjoying a much-needed rest 
of a summer’s strenuous efforts. 


Mr. Fredland, who is now manag- 
ing the popular Quality Boot Shop in 
East Liberty, also has charge of their 
orthopedic department. 


Mr. Porter, manager of the Emer- 
son shoe store, reports a favorable 
trading of oxfords during the past 
month. 


Traveling shoe salesmen from East- 
ern as well as Western markets are 
here in force, receiving, as they claim, 
favorable welcome as well as nice 
orders. 


Charleston 


NEW MEMBERS ADDED 


Southeastern Association Is Growing 
Rapidly 

New names of South Carolina shoe 

dealers are being regularly added to 


the membership list of the Southeast- 
ern Shoe Retailers’ Association, due to 


the consistent and steady work of 
Matthew A. Condon, secretary of the 
firm of James F. Condon & Sons, who 
was recently delegated by the newly 
formed association to look after its 
affairs in this State. Mr. Condon is 
now planning’a’ local association to be 
affiliated with the national body. He 
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orrer FREE USE 


Of Shoe Cuts, Covers, Borders, Etc., f 
Booklet, Catalog or Folder, if you piece the 
priating with us; or we will Sell Shoe Electros 
at $1.25 each. 

: SEND FOR FULL PARTICULARS 

: N.H. GROVER CO., R 63, 161 Summer St., Boston 
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USINESS men should look into the 
merits of the Underwood Bookkeeping 
Machine, which is being adopted rapid- 

ly throughout the business world It saves 
time and money, condenses records and sim- 
plifies your entire office plan. 


Underwood Typewriter Co., Inc. 


New York, U.S.A. 
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Perfection Pneumatic 
Arch Cushion 


Designed to Prevent 
Fallen Arches 


ELASTIC TIP COMPANY 
Boston, Mass., U.S. A. 
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| Best In Thete Class 
\en= 





Ware 
CREAM UNBURNABLE 





for white buck, ete. for white kid, ete. 
NATIONAL SHOE POLISH MFG. CO. Inc 
PHILADELPHIA, PA. 











The Proper Dress- 
ing for Every Shoe 


Griffin Mfg.Co., Inc. 


67-69 Murray St. 
New: York 
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The Electric Repair Shop man got busy 
when Opportunity called. He’s making far 
more money than the old-time shoe repairer 
ever dreamed of earning. 


“Push hosiery and findings” said Oppor- 
tunity and shoe merchants discovered a new 
splendid source of revenue and profit. 


Again Opportunity calls clearly: “Go after 
the Combination Last Shoe trade in your 
community.” 


When Success calls, don’t stand back! 


FEATURE foot comfort and Combination 
Last Shoes and watch your profits and your 


WHEN SUCCESS CALLS, 
DON’T STAND BACK! 





business GROW! 


It doesn’t take a large sum of money to put 
in a complete line of X-L Combination Last 
Shoes. Since they’re carried IN STOCK, 
you can size-in every week as you need 
them. 


Style changes won’t worry you and there 
are no end-of-season clearances to cut down 
your profits. 


We help you, and show you how, to build a 
profitable and substantial business. Write 
for folder. 

Sample orders solicited. 


THE KROHN-FECHHEIMER COMPANY 


X-L LINE DEPARTMENT 


CINCINNATI, OHIO 





Easy 


X-L LINE Filting 


(ombination & feature IN STOCK 





AAA 


2710 — “Happy-Foot” 
ee adantion Last, glazed 
kid, welt, 8%-inch "poot. % 
foxing, 14-8 straight heel, im- 
itation straight tip. 

Price, $8.75 


No, 2709—‘‘Comfy-Fit’” Com- 
bination Last, glazed kid, 
welt, 8-inch boot. % foxing, 
14-8 ee heel, straight 
glaze *. 

Price, $8.25 





No. 2711—‘“Fitzu’’ Combina- No. 2712 — ‘“‘Konsolation” 


tion Last, glazed colt, welt, Combination Last, glazed 


8-inch boot. % foxing, 12-8 kid, turn, 8-inch boot. % 
straight heel, straight glazed foxing. 12-8 straight’ heel, 
colt tip. straight glazed tip. 

Price, $6.50 Price, $8. 
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will about the middle of this month 
call the retail shoe dealers in this city 
into conference to discuss the plan. 
He has talked with a number of the 
most prominent dealers here, and says 
he finds the plan is very favorably 
considered by all of them, and he 
thinks there will be no difficulty in or- 
ganizing a large and representative 
local unit to be affiliated with the as- 
sociation. 


Style Committee to Meet 


The directors of the style committee 
of the association will meet in Atlanta 
at an early date to discuss and recom- 
mend styles in footwear. Mr. Condon 
says he is sure this one feature of the 
association’s work will give a definite 
reason for every local retailer becom- 
ing an active member of the associa- 
tion. 


Opens Repair Department 


Another department store, the 
Duffy-Powers Co., last week an- 
nounced the opening of a new shoe 
repair department. This innovation 
was featured in the store’s newspaper 
advertising. Some of the large repair 
shops who contract for the call and 
delivery of shoes feel that, due to the 
increased cost of such service, they 
will soon be compelled to depend upon 
transient trade. The department 
stores, however, can very conveniently 


TRADE BELOW NORMAL 


Although August Sales Were Gen- 
erally Satisfactory 


The first of September finds busi- 
ness in the retail stores far from what 
is desired, although not seriously be- 
low normal. The transition period 
between the summer and fall business 
is always a period of more or less in- 
activity, and the slump in sales was 
to be expected. August is reported to 
have been generally satisfactory from 
a sales point of view. 

Labor conditions are unsettled. A 
large number of factories and auto- 
mobile establishments are _ closed 
down, fully or in part, with no prom- 
ise of an early resumption of work 
at full hours. In spite of this, prac- 
tically all shoe dealers look forward 
to a favorable fall trade. The fact 
that Detroit is the fourth in amount 
of postal savings deposits indicates 
that the past at least has been pros- 
perous for its workers. 

Prices will not vary much from 
those of the past seasons, except that 
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Mr. Condon is also president of the 
local Retail Merchants’ Association. 
In this capacity, and with a special 
committee representing the local 
chamber of commerce, he recently 
called on Captain Nelson, commander 
of the destroyer flotilla that is 
making Charleston its permanent 
base, to offer the assistance and co- 
operation of the retail merchants of 


: the city to the officers and men of the 


flotilla. There had been some rumors 
to the effect that these men were 
being overcharged while in the city on 
shore leave and in uniform. The com- 
mittee made it plain that the better 
merchants of the city, composing a 
large part of the community, would 
not countenance any unfair treatment 
of Uncle Sam’s naval men. There is 
no doubt the men will buy considera- 
ble black shoes from local merchants, 


Rochester 


use their regular store deliveries for 
this work. 


Merchants Resume Meetings 


The Rochester Retail Shoe Mer- 
chants’ Association has resumed its 
noonday Friday luncheons at the 
Chamber of Commerce. Many ac- 


tivities are being planned by the as- 
sociation for the coming months. 
Speakers will be invited to address 
the merchants on such subjects as 
“Window Displays,” 
“Turnovers” and 
wear.” 


“Advertising,” 
“Styles in Foot- 
Charles A. Helmbacher, man- 


Detroit 


in a few cases there will be a shading 
amounting to perhaps 10 per cent. 
That there is a tendency on the part 
of some buyers (store customers) to 
demand lower-priced merchandise is 
recognized, but it is not expected that 
these will haggle much when it is 
found that prices are still at the old 
standard. 


Buying On Price Basis 


As one merchant puts it, the situa- 
tion stands as follows: 

“For several seasons the customer 
has always asked, ‘Is that the best 
you’ve got?’ but now they are be- 
ginning to ask if there is not ‘some- 
thing just as good at a lower price.’” 

The more exclusive shoe establish- 
ments are featuring fall lines in their 
windows and some in the newspaper 
announcements as well. A majority 
of the stores are still clinging to re- 
duction sales and holding off the fall 
lines, but have them in stock for those 
who insist on having them. 
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and President Condon declared that 
prices on these will be definitely taken 
care of to the satisfaction of all. 


Slight Falling Off in Business 


The committee also arranged for 
the men from the flotilla to have free 
use of the league baseball park for 
all athletics they may plan for the 
fall and winter. It is also planned by 
the merchants for Charleston to en- 
tertain these four or five thousand 
men some time during the fall. 

Shoe merchants generally report a 
falling off of business during August, 
but say the prospects are bright for 
splendid business during the approach- 
ing season. Fall shoes are now being 
put on display, though no record sales 
of this class of footwear have yet 
been recorded. 


ager of the Walk-over stores, is pres- 
ident of the association. 


Display at Exposition 


Rochester-made footwear was dis- 
played at the Rochester Exposition 
and Horse Show, which took place last 
week. Many manufacturers and re- 
tailers exhibited the shoes that are 
made here. The exhibition, which is 
a civic affair, offers an opportunity to 
show that Rochester is truly a “City 
of. Varied Industries,” as well as a 
great shoe center. 


Where to Buy 


_ Women’s Shoes 
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Women’s McKay 


Slippers and Boots 
of Character 
Harrison-Lockwood Co. 


Factory, Haverhill, Mass. 
Boston, 108 Lincoln St. 





EVELOCCGDN REG Raaeaeeereeennedeanieel 
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OUDOIRS IN STOCK 

: UNDER MARKET PRICES 
Fine turn clean-cut Boudoir Slippers, made of 
best materials obtainable. or immediate 
delivery. Trial orders appreciated. Price: 
Black, $1.45; red, blue, pink, tan, $1.75. 
Terms 5% 10 days. 

og SHOE CO. 

the Haverhill Shoe Jobbing Co 
ssex St., Hayerhill, Mass. 


BOUDOIRS 


High Grade Wholesale Prices 
Blacks, $1.50. Ton. tet $1.70 


Pink, e, 
One-Strap Sandals, $2.00 and $2.10 


JOHN E. McNAMARA 3 
Haverhill, Mass. ; 
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The Dandy Ann Shippers Are Winners 


Will increase your sales and make 
your customers come again. Always 
MARY 


BOUDOIRS In stock, orders filled on receipt. = 
LOW HEEL Satisfaction guaranteed. 7 JANES 
7-8 HEEL 


ALL BLACK CAB 
AND TURN SOLES 
2% TEN DAYS 
NET 30 DAYS 


Black $1.60 
Red 1.75 Send us your orders, and become one of our 
oo 1.85 many friends. 

All sandals made either high or 


low heel. 


ONE-STRAP 
SANDAL 
7-8 HEEL 
$2.25 


WITH 
RUBBER HEEL TWO-STRAP 
$2.35 High is Heel 
$2. 














IN-ER-TUBE 


BLACK SHOE CREAM 


SOFTENS “ 
BLACKENS igi 
POLISHES ffeeeeenll 


Requires no liquid, 
keeps ne > 
mains soft to the last. No 

RAPID box to open or close. 
BLACK DYE Clean—no fear of spill- 
ing. Ideal for traveling 


Will dye all smooth or use in the home and Lotion Cream 


surface leathers a jet Office. Gives an un- In Light Tan, Havana 
equaled polish to any Brown, Dark Brown, 


black that will not rub emooth eurtace b ta e k Light Gray, Dark Gray, 
off. Leaves no odor. leather, including old ty it M4 (all shades), 

° P tent 
3-0z. size — $22.30 per patent leather. $15 a leather). nett gee 


gross; $2 per doz. gross; $1.30 a dozen. ors, polishes, all kid 
leathers. To the leather 


what cold cream is to 


GRIFFIN MANUFACTURING CO., Inc. est , 


67-69 MURRAY ST. NEW YORK, U. S. A. gross; $1.80 a dozen. 
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Fair Draws Crowds 


The State fair, beginning this week, 
brought a large crowd to Detroit, and 
it is expected that the business will 
pick up materially. School shoes are 
now in evidence, but here again the 
opening of the schools has been de- 
layed a week, so that sales have not 
yet been very heavy in these lines. 
W. R. Scott, display manager for R. H. 
Fyfe & Co., has taken advantage of 
the school opening season and placed a 
very attractive school shoe window. 
The background is composed of a cut- 
out, showing the district school. On 
the fence surrounding it a poster is 
shown advertising ‘“Fyfe’s School 
Shoes.” 


Fur-Collared Spats a Good Bet 


While there is a tang in the air at 
night there has been no real demand 
for spats to wear with low cuts. From 
the few early sales of these C. K. 
Taylor, manager Lindke Shoe Co., is 
of the opinion that fur collars will be 
much in demand. This firm is show- 
ing these in two heights in beaver and 
dark fawn. Brogues are starting to 
sell, but Mr. Taylor finds that high- 
cuts are the favorite so far. 


WINDOWS ARE ATTRACTIVE 


State Fair Attracts Many Prospective 
Customers to City 


Many attractive window displays of 
fall oxfords and boots were arranged 
by Indianapolis shoe merchants this 
week, in view of the big crowds in 
the city for the annual Indiana State 
Fair, which opened Monday, Sept. 6. 
Although the shoe men have no ex- 
hibits at the fair grounds, they are 
using their display windows for that 
purpose downtown. 

The educational and entertainment 
programs at the fair this year are 
the biggest that have ever been ar- 
ranged, and those in charge believe 
that all previous attendance records 
will be broken. This means that thou- 
sands and thousands of visitors from 
all parts of the State will be in In- 
dianapolis during the week. 
. Many of the “out-staters” put off 

their early fall buying until the an- 
nual pilgrimage to the fair. In In- 
dianapolis stores they find prices often 
more reasonable than at home, and 
there is always a much greater va- 
riety to choose from. Local shoe 
dealers and those in other lines realize 
all of this, and make it a point to 
have some attractive displays through- 
out the week. They have always done 
a good business during fair week in 
other years, and are anticipating an 
even better business this year. 

Brown and black boots, with the 
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Special “Style” Sale 


The Queen Quality store has adopted 
a policy that is adaptable to an in- 
between-season month like September. 
They announce a “Special Style Event 
for September, Boots and Oxfords, 
$11.50.” This is partly in the nature 
of a special sale offering and yet in- 
cludes fall lines. 


Buyer Dowler Visits Factory 


W. S. Dowler, buyer men’s shoe de- 
partment, Lindke Shoe Co., is spend- 
ing several days at the factory of the 
Holland Shoe Co., Holland, Mich., in- 
specting the work of the factory and 
the lines in process for the Lindke Co. 


Branch Store to Open Soon 


Chisholm’s Bilt-Well Boot Shop, 
for ten years at 17 State Street, is 
opening up a new branch at 87 
Gratiot Street. This is a favorable 
location, it having been a shoe stand 
for many years, Yaeger & Ackerman 
having just sold out at that stand. 
The Bilt-Well Shoe Shop specializes 


on shoes at $7 to $10. Both stores will . 


be under the management of Mr. J. 


Indianapolis 


former predominating, are conspicuous 
in all of the local displays. The de- 
mand for browns, which started dur- 
ing the war, continues unabated, and 
local merchants are expecting a big 
sale on this color for fall and winter. 
Straight heel oxfords have been sell- 
ing well during the last ten days, and 
the merchants believe there is going 
to be a big demand for them through- 
out the season. The oxfords are also 
included in the window displays for 
the week. 





Sales Nearly Over 


Practically all of the clearance and 
reduction sales have closed, and with 
the advent of cooler weather the In- 
dianapolis buying public has turned its 
attention to fall oxfords and boots. 
Stocks in the local stores are about 
as low as they have ever been at this 
time of the year, the merchants ap- 
parently being of the opinion that 
there will be a gradual and slow read- 
justment of prices and that in view 
of this the most careful buying should 
be the wise policy for all. 


Says Oxfords Will Be Popular 


Edward Haldy, manager of the Hart 
shoe store, more generally known as 
the Fashion Boot Shop, which caters 
to a high-class clientéle, believes that 
oxfords and wool stockings are going 
to be a very popular combination for 
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W. Smith. The new store will open 
about the middle of September. 


New Regal Store Front 


The Regal Shoe Store is now re- 
splendent in its new front. New seats 


' have been placed, which has increased 


the seating capacity about 25 per cent. 
The new seats are of the opera variety 
and finished in French gray, to match 
the decorations of the store, seats and 
backs being upholstered in leather. 


Merchants to Meet Sept. 23 


The first fall meeting of the Detroit 
Retail Shoe Dealers’ Association will 
be held on Thursday, Sept. 23, at which 
time the fall and winter campaign 
will be planned. 


Bowling Season Is Here Again 


The Lindke Welfare Bowling 
League starts off with four teams, 
and a schedule of 27 games to be 
played. Every Monday evening, be- 
ginning Sept. 13 (an unlucky date for 
some of the teams), will see the mem- 
bers of the Lindke staff exercising 
their strong right arms. 





the coming season. About 60 per cent 
of sales at the Fashion shop for the 
last week or ten days were on ox- 
fords, Mr. Haldy says, and the per- 
centage for fair week no doubt will be 
even greater. About the only com- 
plaints that have been received about 
high prices, Mr. Haldy said, have 
come from persons seeking some ex- 
tremely fancy shoes. They seem to 
have the opinion, he says, that they 
should be able to buy a shoe of that 
kind for the same price as that of 
the more conservative type. A big 
fall and winter business is anticipated 
at the Hart store. 


Richmond Store Open for Business 


The Newark Shoe Stores Co.’s new 
store at Richmond, Ind., was formally 
opened to the public last Saturday 
night, large crowds attending the af- 
fair. The store, which is located at 
705 Main Street, is under the man- 
agement of E. M. Moody. 


Branch Store Is Planned 

The Kinney Shoe Co.’s store at 
Goshen was closed on Sept. 1, and 
a new branch store will be opened soon 
at Elkhart. W.C. Sherman, who was 
in charge of the store at Goshen, will 
be the manager of the new Elkhart 
store. The stock in the Goshen store 
was offered at reduced prices at a big 
closing out sale. 
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The Home of ,AMRROWSMFF;, 


This shows the manufacturing. 
plant where the famous Arrow- 
smith Foot Specialties are made. 
It is a busy place, as all who have}. 
seen it will testify. It has to keep 
busy to supply the tremendous |; 
and constant demand for these 
articles. From all parts of this 
country and Canada come the 
insistent demands for new sup- 
plies to replace those sold to 
happy patrons. 


Time Tested 
and Fully Proved 


The Arrowsmith products have 
been before the public for many 
years. Every possible test has 
been given them and they have 
emerged victorious and covered 
with honors from each. Hun- 
dreds of thousands of people owe 
their freedom from foot annoy- 
ances to the devices bearing the 
Arrowsmith brand and _ to the |, 

a 














skilled and careful fitting of these 
by the thousands of confirmed 
Arrowsmith dealers. 


The Recognized Standard 


Arrowsmith Adjustable Arch Props and other Arrowsmith sup- 
ports and accessories have set a standard of excellence and of 
scientific accuracy and orthopedic perfection that has never been 
surpassed or successfully challenged. Now, as always, the name 
“Arrowsmith” upon any orthopedic device stamps it as standard, 
just as truly as the word “Sterling” stamps the silver it adorns 


as standard. 





Supports for Every Need 


The Arrowsmith line is complete. It embraces supports for every 
sort of individual and for every possible foot need that is amenable 
to correction through the use of supports. Not only that, it em- 
braces full lines of different types of supports to suit the prefer- 
ences of all. For instance, our specialty has always been metallic 
supports, but we have a full line of the best and most scientifically 
correct soft or all-leather arch supports ever devised. Every dealer 
should have these in stock for those customers who prefer sup- 
ports of this type. Every foot need is met by Arrowsmith, and 
everything “Arrowsmith” can be depended upon to the very limit. 
Our reputation is valuable. 


ARROWSMITH MFG. CO. 


Morristown, New Jersey, U. S. A. 


JAMES WILSON ARROWSMITH CHICAGO . . + - TORONTO 
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Logansport Merchant Dies 


William M. Graffis, senior member 
of the firm of W. M. Graffis & Son, 
shoe merchants at Logansport, died 
last week at his home as a result of 
heart disease and congestion of the 
lungs, from which he had been suffer- 
ing for the last three months. Mr. 
Graffis entered the shoe business as 
a clerk for one of the pioneer shoe 
stores in the city, and later started 
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in business for himself. He had been 
in business in Logansport continuously 
for forty-seven years. His sons, 
Joseph A. and George T. Graffis, who 
have been associated with him in the 
operation of the store, survive. 


Boosters Take Trip 


One hundred and_ twenty-five 
Evansville merchants, including sev- 
eral shoe dealers, composed a “boost- 


The Stock Shoe Proposition 
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er” party which visited a number of 
the smaller cities and towns near 
Evansville recently. The trip was for 
the purpose of bringing the Evans- 
ville merchants in closer touch with 
the people of the outlying territory. 
The Hinkle Shoe Co., the Petot Shoe 
Co., the Walkover Shoe Co., and shoe 
departments in some of the depart- 
ment stores, were among those repre- 
sented on the trip. 


Buyers Will Find a Greater Variety of Prices, Styles and 
Grades of Shoes, and Excellent Chances for 


Stock shoes offer a very interesting 
subject for study by buyers for retail 
stores. The offerings of stock shoes 
are larger than for a long time, and 
the variety of styles and of leathers 
is greater. But prices are the most 
important point for the consideration 
of many a buyer, for the prices range 
widely. There are unusually good 
chances for buyers who are keen 
judges of values and skillful in mer- 
chandising methods to pick good 
shoes from the stock departments, 
and to make quick sales of them in 
their stores. 


The Prices Vary Widely 


The variations in prices are due to 
the quality of the leather used in the 
shoes, to the style and the grade of 
the shoes, as well as to the season- 


Variations in prices of leather and 
shoes may be traced to hides. As an 
illustration: 

A Peabody tanner pays from $10,- 
000 to $20,000 for a car of hides. 
Just now he is finishing winter hides 
into leather. He sorts the hides into: 

Twenty-five per cent culls and 
tongue stock. 

Forty-five per cent snuffed stock. 

Thirty per cent medium and fine 
full grain leather. 

This leather he prices at from 13 to 
52 cents a foot. On the 13-cent 
leather he will take a heavy loss. 
His cost of tanning alone is 13 cents 
a foot. 


Winter Hides Poor 
This leather runs poor, because the 


winter hides were poor. They were 
long haired and dirty, and, having 





Quick Sales 


ableness of the demand for the shoes. 
Many good values there are in the 
stock shoes, and the buyer who picks 
from among them the shoes that he 
can distribute among his customers 
is bound to gain sales and profits. 


Range from $4 to $10 a Pair 


Many a buyer will find it well worth 
his while to examine in detail the of- 
ferings of the stock shoe departments 
and to consider the points on which 
they vary. The prices range from $4 
to $10 a pair. In this range of prices 
there is abundant opportunity for the 
buyer to pick shoes that will please 
his customers. 


The Materials Are Named 


Many buyers will note with a deal 
of interest that some stock shoe de- 


Grades of Leather 


A Car of Hides Can Be Made Into Many Sorts of Shoes 


partments specify the materials of 
which their shoes are made. They 
tell the name of the maker of the up- 
per leather, as well as the color and 
the finish. One firm names the ma- 
ker of the soles on his shoes. Several 
firms specify that their shoes are of 
solid leather throughout. These speci- 
fications guide the buyer in picking 
shoes, providing he studies his busi- 
ness so well that he knows the rela- 
tive merits of the different tannages 
of leather and grades of materials. 

The stocks are ready in consider- 
able numbers in some shops, in lim- 
ited numbers in others. They. offer 
one of the best opportunities of the 
year for buyers to make quick pur- 
chases and quick sales. 
















been delayed in transportation, the 
grubs got into them and made holes 
in the grain. The grain being poor, 
the tanner had to snuff much of it 
to make it look right, and sell it at a 
low price. He has lost money on all 
his winter hides. 

Some Fall, 1919, hides figure bet- 
ter. He got only 15 per cent culls 
and tongue stock, 25 per cent snuffed 
stock and 60 per cent medium and 
fine grain stock. This lot of leather 
he sorted into just 12 grades, against 
19 grades for the leather from the 
poor lot of hides. He priced it at 
from 15 to 60 cents. (The prices are 
purely nominal these days, by the 
way, for this is a buyers’ market.) 


Buyers Should Know Leather 


However, from this better lot of 
hides the tanrfer got better leather 


and more of it. His tannages were 
the same. But the hides were differ- 
ent, one being poor and the other 
good. And do the best he can, the 
tanner can’t beat nature. 

Low price hides may mean low 
price leather, but it may also mean 
more low grade leather. 

When 19 different grades of leather 
are had from just one car of hides, 
it is easy to see there must be many 
different grades of shoes. 

The moral is that the buyer of 
shoes should know leather. 


New Store to Open 


A. D. Newton, of Ligonier, Ind., is 
preparing to open a new retail shoe 
store in that city at an early date. 

















TT | ama 
id | veh ehh 
Ri la Mle 


ww, 


Goo es 


aa 

= : 
> 
: = 
= =. 
sas 
s- 


a 
:_ = 
ia: 
ar) 
rd 
_— 
las 
is 
— s 
ae 
—s 
=. 
_—= 
=. 
= = 
aa 
a 
—-s 
aT 
_— 
[= 
a=. 
tas 
— =: 
ar) 
ae 
_— 

. 


m7 i 
ti st , uy 
Hits seveastltevoeee Mfc... Nee 


Types 


BOOT AND SHOE RECORDER September 11, 1920 














-Bm. ie \ 


LVS ble. 








It's yours for 


30 Euclid Arcade 
Cleveland 

18 So. Market Street 
Chicago 

1423 Olive Street 
Sc. Louis 


the asking oe 


We have made it possible for every shoe dealer to 
install one af these Goodyear Shoe Repairing Outfits — 
on very easy terms. 


The work the machine does is of so superior a quality, 
and done so much faster than is possible by hand, 
that the dealer or repairer who has the outfit will 


soon control all the business in his territory. 


Service giving is the secret of success in the shoe. repairing 
line. Customers to-day want shoes remade — not just re- 
paired. And they want them in a hurry. 


With this Goodyear outfit you can do a stitching job equal 
to that on new shoes, and turn your repair jobs out in a 
tenth of the time of hand work. 


We install the machines, teach you their operation and give 
you the full benefit of Goodyear Service. Write us for com- 
plete plans and full desctiption of our numerous outfits, each 


for a particular size shop. 
United Shoe Repairing Machine Company 


4 ALBANY STREET, BOSTON, MASS. 
708 Broadway 93 Centre Street 619 Mission Street 16 No. 2nd Street 
Cincinnati Brockton San Francisco Harrisburg, Pa. 


37 Warren Street 145 Essex Street 236 No. High Street 306 Broad Street 
New York Haverhill Columbus, Ohio Lynn 
276 Main Street 87 Main Street 130 Mill Street 11 Florence Street 
Johnson City, N.Y. Auburn, Me. Rochester Marlboro 
« 1 American Casualty Bldg. 286 Third Street. 221 No. 13th Street 216 Chartres Street 
Reading, Pa. Milwaukee . Philadelphia New Orleans 


a ae a TH 
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The salesforce of the C. & E. Shoe 
Company of Columbus left for their 
respective territories Sept. 4, after 
attending a salesmen’s convention held 
in their new quarters. All of the 
twenty-five road men are well known 
to the shoe industry, and are chock 
full of enthusiasm regarding the new 
line, both as to style and price. 

The officers of company are: C. 
Edward Born, president and general 
manager; A. W. Hamilton, assistant 
secretary and treasurer; F. W. Reed, 
factory manager; H. S. Grump, sales 
manager. The following is a list of 
the road men and their respective ter- 
ritories: George H. Wiggin, Boston, 
Mass., covers New York and New 
England states; E. H. Oates, Colum- 
bus, eastern Pennsylvania; J. T. 
Vance, Columbus, western Pennsyl- 
vania; J. C. Grimes, Columbus, West 
Virginia, Maryland and Delaware; J. 


P. Schlosser, Columbus, Virginia and:+ 


North and South Carolina; Richard 
Hocking, Jack C. Gillies, Detroit, cov- 
ering Michigan; Richard Hock, Colum- 
bus, northern Ohio; E. S. Hood, Co- 
lumbus, southern Ohio; George T. 
Pumphrey, Lexington, Ky., Kentucky; 
E. J. Miller, Columbus, Tennessee, 
Alabama and Georgia; Joseph Valdees, 
Birmingham, Ala., Florida, Louisiana 
and Mississippi; Phil. Miller, Colum- 
bus, Wisconsin; H. A. Zeller, Fort 
Wayne, Ind., Indiana; Emil Anderson, 
Chicago, covers Chicago, Illinois; E. 
R. Haight, Grand Rapids, Mich., covers 
balance of Illinois; C. K. Swenson, 
Minneapolis, Minnesota, North and 
South Dakota; F. B. Gross, Des 
Moines, Iowa and Nebraska; A. V. 
Ward, Columbus, Missouri; G. S. 
Spring, Columbus, Kansas; John H. 
Boyle, Oklahoma City, Oklahoma; W. 
T. Buxton, of Mt. Vernon, Ohio, cov- 
ering Texas and Arkansas; D. Kelly, 
Denver, Rocky Mountain States; A. E. 
Kneebone, Spokane, Wash., Washing- 
ton, Oregon and Idaho; J. R. Mont- 











gomery, Pasadena, Cal., California, 
Arizona and New Mexico. 





Riley Men Also Out 


The road men for the Riley Shoe 
Co. are now out on their respective 
territories, and are represented by: 
W. W. Glanville, in California, Idaho, 
Washington, Nevada, Utah; J. W. 
Riley, eastern Ohio and West Vir- 
ginia; J. M. Stanley, Ohio and Ken- 
tucky; J. A. Farrell, Illinois and 
Iowa; Howard A. Kemp, Kansas, Mis- 
souri, Texas, Oklahoma and Arkan- 
sas; Howard D. Stanley, Indiana and 


Michigan; M. P. Bringardner, Minne- , 


sota and Wisconsin; J. T. Jones, Ten- 
nessee, Georgia and Florida; J. M. 
Nicely, Pennsylvania; F. J. Drufke, 
Chicago. 





Now with Friedman-Shelby 


E. Hitchcock has joined the sales 
force of Friedman-Shelby Shoe Co. 
and left last week with his line of 
samples for spring to cover his new 
territory, which will embrace north- 
eastern Kentucky, with headquarters 
at Ashland, Ky. This territory was 
formerly covered by Mr. McCall. 





New Kreider Territories 


The following new territories have 
been opened by the A. S. Kreider 
Shoe Co., and will be covered by the 
following: M.H. Markland will travel 
Alabama; O. L. Newby in Missouri and 
Mr. Hansen in Mississippi. Mr. Han- 
sen has been confined to his bed for 
some time with a broken leg, but 
will leave for his territory as soon as 
ke is out of the doctor’s care. 





For Harding and Coolidge 


Organization of traveling men into 
a National Harding and Coolidge 
Travelizg Men’s League this week 


The Shi att tea | 
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-C. & E. Men Out 


Attend Big Convention and Then Take to the Road 


brings an echo of former Ohio cam- 
paigns. The new organization opened 
headquarters in room 520 of the Co- 
lumbus Savings and Trust Building, 
with Kane M. Ferguson, Columbus, as 
president, and Manly J. Hemmens, Co- 
lumbus, secretary. This organization 
is not alone for shoe men, but for 
every traveling man in the United 
States. 





Boyd-Welsh Men In 


The following salesmen of Boyd- 
Welsh Shoe Co. were in the house 
last week for a few days preparatory 
to their taking out the spring, 1921, 
line of women’s street and theatrical 
footwear. These men will also carry 
many novelties for the fall season: 
W. J. ‘Asher, who has been selling the 
Boyd-Welsh process line for a number 
of years in Kentucky, Tennessee, Ala- 
bama and southern Indiana, was in the 
factory a few days ago and was high- 
ly enthusiastic over the past season’s 
business in his territory, and predicts 
an increase for the coming season. 
Mr. Asher’s number of years’ experi- 
ence in the retail shoe business has 
properly fitted him for his vocation 
selling a high-grade line of women’s 
shoes. Mr. Asher has greatly in- 
creased his sales each season he has 
been with this company, and reports 
he again expects to break his record 
on sales this season. William M. 
Boyd, of Memphis, Tenn., who has 
been selling the Boyd-Welsh process 
line in the states of Mississippi 
Louisiana and Arkansas for the past 
eleven seasons, has consistently de- 
veloped a large and gratifying busi- 
ness in his territory among his many 
friends. Mr. Boyd’s sales for the past 
season very much exceeded his allot- 
ment, and upon his personal request 
he has been given a very considerable 
additional allotment for the coming 
season. 
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212 ESSEX STREET C. H. DANIELS, Prest. 
eo 
Consolidated Shoe Company 
INCORPORATED : 
Boston, Mass., U.S. A. 
Yes, They Ready for 
Are Immediate 
In Stock! Delivery! 
Patent foxed dull top, plain Patent foxed white cab top, 
buttons. PS Milo buttons. 
No. 921, sizes 1-5... .$1.20 FLEXIBLE No. 953, sizes 1-5... .$1.45 
6 ” 
Black Kid foxed, plain but- *““FOOT-PRINTS Brown Cab foxed, white 
tons. All White te ngs quarter, Milo cab top, Milo buttons. 
No. 923, sizes 1-5... .$1.20 No. 954, sizes .. is ao ae eeeereKaree $1.45 No. 954, sizes 1-5....$1.45 
These little shoes are made by our associated factory at Rochester, N. Y., the largest makers in 
the World of so-called “First-Steps.” 
& rsp 
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“Hana Surnea “flexible Slices | 
for Children 
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Patent Leather White Cab Top, 












4 | Hi Lace Turn, As Illustrated 

1776 814-11... .$3.25 2562 3-8....$2.75 
2553 3-8 Pat Lea Champ Top Button...........$2.15 

2554 3-8 Pat Lea Black Cloth Top.............. 2.15 

2555 3-8 Pat Lea Mat Top Button............-. 2.50 

, 2556 3-8 Pat Lea White Washable rome Button... 2.60 
2557 3-8 Black Kid Button. EEE T ES 

A \ i i 2558 3-8 Pat Lea Ivory Kid Top ...........+++ 2.60 

g 2559 3-8 Pat Lea Beaver Top Button . .......- 2.60 

2560 3-8 Brown Kid Button...........---++++: 2.85 
2561 3-8 White Nu Buck Button........ SS 2.85 | 

The above carry under wedge Heels—In stock for at 





once shipment 








© Henry Kleine & C., Chicago— | 


208-214 West Lake St. 
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Anticipates Strong Demand 


Herman Broder, whose home is in 
Washington, D. C., is selling the Boyd- 
Welsh process line in Virginia, Mary- 
land, Delaware and District of Co- 
lumbia, and reports to the house that 
retail stocks are being depleted and 
he anticipates a strong demand from 
the retailer: of high-grade women’s 
shoes of style and character as the 
weather becomes more favorable to 
boots. 


C. A. Brodie, who for a number of 
years has enjoyed a large and in- 
creasing business in the states in the 
extreme Northwest, selling the Boyd- 
Welsh process line, is now on his ter- 
ritory and. reports buyers are highly 
pleased with his line and anxious to 
place orders, but are temporarily re- 
strained by the merchandise men until 
the outcome of late summer sales will 
enable them to place a volume of 
business for their regular require- 
ments. In the meantime Mr. Brodie 
is booking a nice business on novel- 
ties for at once cutting in both boots 
and low shoes. 


Heavy Grain Crop 


H. R. Dostal, who represents the 
Boyd-Welsh process line in the states 
of Kansas, Nebraska and southern 
Missouri, was in the factory for a 
day from his territory and reports 
conditions for the future very flat- 
tering on account of the heavy grain 
crop practically throughout his terri- 
tory. 


William H. Fassig, better known as 
Bill Fassig, formerly buyer for Roll- 
man Shoe Co. of Cincinnati, Ohio, 
more recently with Hanan & Son, of 
St. Louis, and who has represented 
the Boyd-Welsh Shoe Co. in the Mid- 
dle West for a number of years, was 
in the factory from his territory a 
day last week and reports conditions 
very much improved, and the outlook 
for the future bright. 


Hugh E. Hendry, of Vancouver, 
B. C., who is now selling the Boyd- 
Welsh process line in the states west 
of Denver, reports business has been 
good in the southern part of his terri- 
tory, due to the abnormal number of 
tourists. 


Shows Sales Increase 


A. H. Herro, whose home is in Chi- 
cago, Ill., where he has had a number 
of years’ experience in the retail shoe 
business, has been very successful the 
past year selling the Boyd-Welsh 
process line in West Virginia and 
North Carolina, and has booked in- 
creased business to date, especially 
on novelty footwear, and reports he 
expects to oversell his allotment this 
season, as even the smaller towns 
and county seats who have never 
featured women’s novelty footwear 


BOOT AND SHOE RECORDER 


feel the necessity of adding these 
novelties to their stock. 


G. G. McCoy, formerly connected 
with the shoe department of Smith- 
Kasson Co., of Cincinnati, Ohio, and 
more recently represented the Wizard 
Arch Support Co. in the South and 
Middle West, is now selling the Boyd- 
Welsh process line in the states of 
Wisconsin, Minnesota and North and 
South Dakota. Mr. McCoy’s long and 
timely retail experience with large re- 
tailers should qualify him to present 
his line in a manner that will insure 
the immediate and continued confi- 
dence of the trade in his territory. 


Now Traveling the South 


J. P. Poteet, who for a number of 
years represented Thomas G. Plant 
Shoe Co., of Boston, in the West, is 
now representing the Boyd-Welsh 
Shoe Co. in South Carolina, Georgia 
and Florida. Mr. Poteet is a native 


of the South, where his acquaintance 


is wide among the retailers. 


E. W. Schnetke, whose home is in 
Chicago, IIll., who has been selling the 
Boyd-Welsh process line for a num- 
ber of years in the states of Michi- 
gan, northern Indiana’ and northern 
Illinois, reports he is having a very 
satisfactory business in the states on 
this trip, and anticipates a still 
heavier business in September, Oc- 
tober and November. 


WAGE PROBLEMS SOLVED 
Local Arbitration Board for Factories 


An agreement has been made be- 
tween the Haverhill Manufacturers’ 
Association and the Shoe Workers’ 
Protective Union that all questions of 
wages will be adjusted by a local 
board of arbitration. Three members 
from each organization will constitute 
the board. Factories will be classi- 
fied, labor prices standardized and 
price lists made uniform as regards 
expiration. Committees will take up 
this work, which soon will be com- 
pleted. New plans will then go into 
operation. This agreement will con- 
tinue in effect until Dec. 31, 1922. 
Price lists will uniformly expire April 


' 30, 1921. Haverhill shoe manufactur- 


ing concerns, which employ 80 per 
cent of the shoe workers of the city, 
are parties to this plan. Through its 
development Haverhill-made footwear 
will be produced under conditions 
which guarantee labor efficiency and 
assure shoe merchants of prompt de- 
liveries for their coming season’s or- 
ders. Production is being increased 
in all factories as orders are received 
for fall footwear. It is the opinion 
of local manufacturers that in an- 
other month spring orders will -be 
coming in good volume as a result of 
attractive styles and business stabili- 
zation. 
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Turn Shoes for 1921 


Samples of Haverhill-made turn 
footwear now being shown to the 
trade represent the newest develop- 
ments, not only in lasts and patterns 
but in production prices. As the cen- 
ter of the country’s turn shoe pro- 
duction, Haverhill has long enjoyed 
the reputation of leadership. Artistic 
patterns, high grade materials and 
finish, with expert shoemaking, com- 
bine to place Haverhill’s turn shoé 
production in the front rank. With 
the labor situation clarified and steady 
factory production assured, the latest 
samples of Haverhill-made footwear 
will be of special interest to shoe mer- 
chants everywhere. New effects in 
patterns and a variety of colored 
leathers and combinations are fea- 
tures of the turn styles for 1921. 


Welt Shoe Production Increasing 


Haverhill is rapidly forging to the 
front in the production of women’s 
medium to high grade welt footwear. 
Several concerns now identified with 
this class of goods are building up a 
substantial business. For the spring 
season the lines of women’s welt boots. 
and oxfords are thoroughly up-to-date 
in all details. For street wear these 
welt goods are of special interest to 
buyers. Calf, kid, patent and other 
leathers in the newest colors and fin- 
ishes are brought before the trade by 
the salesmen who are’ now showing 
these Haverhill-made welt lines. The 
brogue oxford in full or modified form 
is a leading feature of the welt line 
for spring. There are several varia- 
tions of this pattern, made up with 
military heels and representing the 
most desirable merchandise in this 
class of goods. 


Typical Turn Shoe Styles 


Illustrating prevailing fashions in 
women’s turn footwear are four 
styles which Kimball & Sherman 
Company are showing for the coming 
season. A five strap pattern with 
vamp and foxing of midnight blue 
kid, with top and straps of brown 
suede. The Cuban Louis heel is cov- 
ered with the same material. Dia- 
mond openings are at each side of the 
straps. A black kid three strap pump 
with cut-out effect. Straps and vamps 
are ornamented with steel and jet 
beads in artistic design. It carries a 
full Louis kid covered heel. A side 
strap cut-out pump of henna suede kid 
with Cuban Louis heel covered with 
the same material. The straps are 
fastened with iridescent buttons. A 
blue suede kid one strap pump, the 
strap fastened with a silver clasp. 
This shoe carries a Cuban Louis heel 
covered with the blue suede. On all 
these shoes special pump lasts are 
used to conform to the lines of the 
patterns. 
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Buyers’ Easy Reference Directory 


a “hose totally different shoes” =": 


No. 4512 
IN STOCK 


Cheshire Grain 
Oxford, Rawhide 
Slip Sole. Good- 
ear Welt, 10-8 
alking Heel, A 
to D. 


$7.50 


Bluestein Bros. 


173 Summer St. 
BOSTON, MASS. 


WATSON 
MODEL 


No. 4512 














ALIFETIME OF 
SHOEMAKING 
EXPERIENCE 


HARNEY, TRACY, CREHAN CO. 


FACTORY * 589 ESSEX ST., LYNN, MASS. 





BOSTON OFFICE: 10 HIGH STREET. 
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MYER T. ORNSTEEN SHOE CO. 
HAVERHILL, MASS. 


Where we manu- 
facture women’s 
high grade Mc- 
Kay novelties. 


“The Shoe 
of Quality” 


Our New Factory 


Boston Office, 212 Essex Street Room 44 


R. A. CHENOWETH & CO. 
147 Lincoln Street, Boston, Mass. 
Mfrs. of TOP GRADE TURNS 


A 
Winning Sty'- 


Blind Eyelet 
Shoe Laces 
Neat, good-looking laces which add 


to the beauty of the shoes and give 
long wear, besides. 


At all jobbers. Samples upon request 


The Narrow Fabric Co. 


READING, PA. 





FaBric Tip 


Kistler, Lesh & Co. 


SOLE LEATHER 
AND 


BELTING BUTTS 
TANNAGES 


St. Marys Mt. Jewett Burke Muskegon 


332 Summer St. Boston, Mass. 














FOREIGN BUSINESS 


Your overseas customer prefers to do business his 
way. If he does not read English, he should be writ- 
ten to in his own language. Make it easy for him to 
understand your message. 

Our business is to translate English into French, and 
vice versa. Not only letters, but catalogs, brochures, 
pamphlets, etc. ; 

Write the Editor, The Export Recorder, 207 South 
St., Boston, for his opinion of our work. 


D’AVESNE TRANSLATION BUREAU 
755 Boylston Street Boston, Mass. 











Trade-marks in Foreign 
Countries 


Do you Realize the Importance of Protecting your 
Foreign Trade in Cuba, Mexico, the South Ameri- 
can Countries and also in Europe, Asia and Africa? 

Certain Foreign Countries award exclusive trade- 
mark rights in a trade name or mark to the first 
applicant, irrespective of prior use by another. This 
allows the piracy of valuable Trade-marks in such 
countries. 

The Boot and Shoe Recorder maintains a Patent 
and Trade-mark Department fully equipped to 
promptly handle your applications for Registration 
of Trade-marks in all Foreign Countries. as well as 
in the United States. Address all inquiries to Boot 
and Shoe Recorder Patent and Trade-Mark Depart- 
ment, 207 South St., Boston, Mass. 
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The 


PIEKENBROCK 
SHOE 


One of a comprehensive line of good grade Men’s Good- 
year Welts, possessing dressy appearance and made solid 
throughout. 


The workmanship put into the PIEKENBROCK Shoe is 
above the average for such grades of men’s welts. 


Shoe illustrated is-our No. 1902. Mahogany Veal English 
Bal. Wingfoot Rubber Heel. Single Sole. Biltmore Last. 
Widths A-B-C-D. Sizes 6-11. In Stock. 





Our new catalog is now ready; shows complete line. 
Write today. 


E. B. PIEKENBROCK & SONS 
DUBUQUE, IOWA 


























































SHOE MANUFAC- 
TURERS seeking the 
most efficient means of at- 
taching shoe ornaments 
will profit most by exclu- 
ive use of the “Dalco” 
Device. 


SHOE MERCHANTS 
looking for an EASY way 


| y 
of stimulating sales of shoe “all ry : . 
ornaments will find it in ‘ai Write for samples, prices 


the “Dalco” Device. Patented Feb, 23, 1913 and terms. 


Never in the history of the 
shoe trade has anything of 
the kind proved so prac- 
tical, desirable and depend- 
able. Thousands of pairs 
are in use and the call for 
them continues. Get your 
money out of ornaments 
the “Dalco” way. 




















Dalrymple-Pulsifer Company 
Makers of Shoe Ornaments for World Trade 
Haverhill, Mass. 
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How the Movie Camera’s Eye Saw the Way to 
Lasting Shoe Style 











L. 


A study of the foot in ac- 
tion as shown by moving 
pictures.and used by Red 
Cross Shoe designers. 
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“Shoes Fitted to the Foot in Action” 


are interesting millions of women; capitalize 


that interest. 


What woman can resist the movies? .What woman 
does not love style? 


Here are two good reasons why millions of women 
throughout the country are interested in a most un- 
usual shoe-story, the story of how moving pictures 
put lasting style into the Red Cross Shoe. 


Moving pictures have aided in creating the permanent 
style that has always distinguished the Red Cross 
Shoe. Now we are revealing the secret of this lasting 
style to women buyers in one of the greatest campaigns 
ever conducted for a women’s line. . 


This is the secret of movie-created style 


A young woman wearing a model pair of Red Cross 
Shoes walks across a snow-white carpet—the eye of 
a moving picture camera following her steps. 


Sixteen times a second the camera clicks, 64 times at 
every step. Sixty-four pictures showing the foot in 
every possible walking position, revealing at every 
movement the strain that lasting style must withstand. 


Hundreds of such pictures are taken. And to Red 
Cross Shoe designers they reveal secrets that could 
not otherwise be known. 


They show how the foot in action differs from the 
foot at rest. They tell the way to make shoes’ that 
will move with the foot—not against it; shoes that will 
look small and graceful on the walking foot, with 
style that lasts. 


Result—shoes that accommodate themselves to every 
movement of the foot, whose moving lines keep their 
smartness to the last. 


Such shoes women want. The story of how they are 
created by aid of motion pictures will interest them 
just as surely as they enjoy the movies, just as surely 
as they love style. 


Millions of women are interested 


In the leading publications of America, this interesting 
new story of the Red Cross Shoe is being told to 
3,000,000 readers, telling them how they can get this 
lasting style, that every woman wants. 


Approximately 15,000,000 Red Cross Shoe adver- 
tisements, illustrated with actual motion picture photo- 
graphs, will appear in The Ladies’ Home Journal, 
Vogue, Photoplay and the Christian Science Monitor 
during the Fall, Winter and Spring months. Never 
before has such publicity been given to women’s 
shoes. 


And it is telling publicity. It is arousing interest, creat- 
ing desire, making “The Most Salable Shoe in Amer- 
ica” more salable than ever before. 


Right here a merchandising thought 


Concentrate on one factory line for each class of your 
trade. If you select the right line, you can do bigger 
business on less capital, speed up turnover, and reap 
higher net profits. 


Stock the Red Cross Shoe as your women’s high grade 
line. It is complete in styles and sizes. It is the answer 
to your inactive stock and sluggish turnover problems. 
See one of our representatives about it ; a wire or letter 
will insure you an early interview and will in no way 
obligate you. Send it today. 


The Krohn-F edhbietanes Company 


903 Dandridge St. 





Cincinnati, Ohio 
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Keds 


Leather Trimmed Keds Stand 
the Hardest Wear 


All over the country, boys have found that 
leather trimmed KEDS are just the shoes 
they want. They suit the summer job—the 
vacation trip—outdoor sports and any 
knockabout wear. Cool, light and comfort- 
able. These KEDS have the sturdiest 
fabric, resilient rubber soles, and leather rein- 
forcements where the strain is most severe. 


Dealers find in this, as in all types of KEDS 
—ideal shoes to build up trade satisfaction. 
KEDS are America’s most popular fabric 
footwear. There is a nation-wide appeal for 
the KEDS line, which includes a shoe for 
every person—a style for every purpose. A 
full stock of KEDS will guarantee every 
dealer a large amount of plus business. 


United States Rubber Company 
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New Styles Seen in Rubber Footwear 


One-Strap Model to Be Popular, and Then There Is the Model With 
Pointed Toe, Net Line, Louis Heel and Plain Edge Sole 


Fifth Avenue may be the style cen- 
ter for leather footwear, but when it 
comes to light rubbers and overshoes 
the district bordering on the mines 
and forests have something to say. 
For damp weather, light rubbers may 
be obtained in styles to be worn with 
fanciful footwear such as pumps and 
ties, but when heavy storms are 
raging rubber shoes are used for only 
one thing, and that is to keep out the 
wet. Readings from the rubber style 
barometer would be about as follows: 

Rubber footwear styled suitably 
for damp light weather look to stores 
catering to a vast housed-in popula- 
tion. 

For heavy storm shoes take your 
hints from points where large indus- 
tries form centers. 


Light Rubbers Stylish 


Let us first consider light rubbers. 
These come in various styles and lasts 
from the slip-ons to heavy rubbers 
with the roll edge sole. Slip-ons are 
made with the high instep, the com- 
bination vamp and the straight cut- 
out. One very attractive number is 
the one-strap designed to be worn 
with the new sabot pumps which will 
be a big feature of the late Winter 
and_early Spring. 

In New York and some of the other 
large Eastern cities the high instep 
foothold is very popular, but as a 
general rule each locality has its own 
special preferences. 


Women’s Vogue Lasts 


There is one rubber which is es- 
pecially practical for women who wear 
Louis heels, and that is the light- 
weight model with pointed toe, net 
line, with a Louis heel, a plain edge 
sole with a highly finished upper. The 
feature of this shoe is its splendid fit- 
ting quality, as it is built along the 
lines of the shoe and fits close enough 
so that it is hard to tell on the street 
whether or not a rubber is worn. 
With the varied colored tops and boots 
which will be so popular, this rubber 
ought to combine very effectively. In 
every store that prides itself on dress- 
ing the feet of its customers rather 
than merely covering them, this rub- 
ber ought to sell very easily. 


Women’s Overshoes Fitting 


Not many years ago overshoes used 
to be just overshoes, and women es- 
pecially bought them only -in very 
heavy weather, but to-day, on account 


of the fact that low shoes are worn 
all four seasons of the year, overshoes 
have been styled so that they look 
just as well on the street as an ordi- 
nary boot and in’ damp and heavy 
weather alike make a smart covering 
for the feet. 

The ten-button overshoe made of a 
light-weight jersey cloth upper, with 
white fleece lining, is cut on a pat- 
tern which insures an_ especially 
smooth fit and appearance. 

At a short distance it is hard to dis- 
tinguish it from a turn shoe or a 
smartly tailored spat. The plain- 
edged sole combined with the bright 
finish upper makes this design not 
only stylish but durable and will give 
satisfactory service for a surprisingly 
long time. On account of the short- 
age of fabric, however, it might be 
well to state that if you do not get 
in a stock of rubber shoes immedi- 
ately the chances are very good that 
you will not get them this season. 


Four-Buckle Overshoes 


The four-buckle overshoe made of 
a light-weight jersey cloth upper with 
black fleece lining, a semi-rolled edge 
sole and heel with a bright finish, all 
on special lasts to fit the various 
styles, will always be popular. This 
boot is unusually neat. On the high- 
heeled last, a special rubber heel seat 
is used to give protection against heel 
breaks. As in the case of the button 
overshoe, it is the part of wisdom to 
get in your stock now. 


Knee Boots Salable 


Knee rubber boots always have and 
always will sell. They are just long 
enough to be useful and just short 
enough so as not to interfere with the 
knee action in any way. Made in vari- 
our combinations—of plain rubber, un- 
lined; of rubber with duck lining, and 
rubber with fleece lining; every taste 
is satisfied. It looks now as though the 
shortage of knee rubber boots which 
we encountered last winter will come 
again, if we have any very heavy 
weather, as the fabrics which go into 
the construction of these boots are 
not as plentiful as they might be. 


In the Mining Districts 


A few years ago white overshoes 
with a very heavy sole and no lacing 
whatever were designed for use 
amongst miners, farmers and indus- 
trial workers, who required a very 


heavy shoe which would stand unusual © 


wear. These shoes went very well for 
a while until it was found that owing 
to the fact that no lacing was used 
the impracticability of trying to get 
them on and off was proven very con- 
clusively, and as a result a very at- 
tractive overshoe has been put on the 
market which laces in just the same 
way as an ordinary boot, except that 
it is built like an overshoe. It is 
made of white rubber, duck lined up- 
per, with a special pocket’ protection. 
The sole is plain edged, with white 
foxing. A leather insole is used and 
the whole shoe is built with plenty of 
room for the foot so.that either light 
or heavy stockings may be worn with 
it. In some localities a very heavy 
woolen stocking and this boot are the 
only protection used against the heavy 
winter storms. In other places shoes 
are worn with these overgaiters, but 
as a general rule very heavy woolen 
socks take the place of shoes. This 
particular style overboot is made also 
in a variety of colors, as, for instance, 
with a black upper and a white sole, a 
brown upper and a white sole, a gray 
upper and a white sole, to suit the 
preferences of the wearers. 


Unusual Lumber Boots 


Overboots used especially in the 
lumber districts are made on a last 
built to the shape of the foot and 
designed to be worn with heavy shoes 
such as are used in the lumber dis- 
tricts. The upper is made of rubber, 
either red, white or gray, with the 
fleece lining, and fastened with either 
lacing or buckles. One buckle, two 
buckle, three buckle or a three-eyelet 
lace may be selected. 


A Word of Caution 


Just a word of caution here to the 
over-careful merchant who has put off 
buying his rubber boots and shoes un- 
til now: This is going to be one of 
the biggest rubber seasons in the his- 
tory of the industry, and if you are 
not already stocked it is the part of 
wisdom to get in your rubber goods 
now, as a little later on, if we have 
any very heavy weather, the shortage 
on these goods is going to be acute. 

You all remember what happened 
last year. You all know that almost 
any. price could have been obtained 
for overboots and light rubbers, and 
it is no fault of the manufacturers’ 
that should an exceptionally severe 
season come again there may be as 
much of a shortage as last season. 
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Have You Been Shown? 











COLORED SIDE LEATHERS 


Color 18 REG USA Color 14 
Medium Brown Dark Brown 














Have you seen how 


Wilo “SNUFT” Colored Side Leathers 


Reg. U. S. A. 
look in shoes? 


That’s the real test. 


C. D. Kepner Leather Company 


137-139 South Street, Boston, Mass. 
223 W. Lake Street, Chicago, IIl. 


































RUSSELL’S “NEVER-LEAK” 


The Boot that Hits the True Sports- 
man and QOutdoor-man Just Right 
IGHT-WEIGHT, comfortable and as water repellent as 


leather can be made. Suited for every kind of going, they 
give the limit of service and satisfaction. 


Made from chrome-tanned leathers, water-proofed in tanning. 
Skillfully made throughout and 


THE “NEVER-RIP” SEAMS 
are warranted not to break or open 


Sell? Ask the Sportsman or Outdoor fellow who owns a pair 
—their confidence is earned by the actual service the boots 


render in the “going.” 

Catalog and merchants’ price list yours for the asking 
W. C. RUSSELL MOCCASIN CO. 
BERLIN WISCONSIN 


SUUNNUNNOAUUUNGUCEOUSOUGOUOOAUOOCOOENOOUOOUOUOONCQOSOOCHOUOOONOONOOAUOOOOEOENONEOENOOEOOEOOOEQUNONNONOOEOOE 


= 





September 11, 1920 


BOOT AND SHOE RECORDER 


111 


Leather Sales Are Heavier Than in July 


Tanners Look for Brisker Business—Opinion is That 
Prices Can Go Too Low as Well as Too High 


An important feature of the leather 
business is that trading for August 
was considerably larger in volume 
than that for July. In the matter of 
prices there was not much change. 
It is surprising how some of the finer 
grades of leather keep up to what is 
relatively a very high price. For 
example, one sale of colored kid was 
reported sold recently at $1.25 a foot 
and another grade at $1.40. This, of 
course, does not represent the average 
lines of kid which go into the staple 
and medium grades of shoes, but only 
the highest grades of women’s shoes. 
The price on the top grades of colors 
in kid are nominally quoted anywhere 
from 80c. to $1.50 per foot for No. 1 
stock. Medium selections range from 
50c. to 80c. and cheaper grades run 
lower according to what is wanted. ~ 

The range is also very wide in calf- 
skin leather prices. Considerable 
leather is still going forward on con- 
tracts for leather for army shoes. 


to 55c. a foot and in the lower grades 
40c. to 45c. The best cordovan is still 
quoted at around $1.30 to $1.40 a foot 
for good shells. Poor ones can be ob- 
tained naturally for less. 


Call for Staple Leathers 


The call for side upper leather, 
veals, kips and elk is very fair con- 
sidering what the general state of 
trade has been. These leathers go 
into the heavier lines of staple foot- 
wear and are likely to be in more 
normal demand inasmuch as shoes for 
the agricultural sections, school wear 
and rougher uses are more a matter 
of necessity. The factories, in fact, 
working on these goods have been 
busier of late. One good sale of full 
chrome sides was noted the last week 
at 55c., 58c. and 49c. a foot. Elk 
leather is quoted by the leading pro- 
at 55c., 538c. and 48c. a foot. Elk 


for the top grades. Colored kips bring 
from 70c. to 80c. and blacks 70c. to 
75c. according to selection. 

Purchasing of patent leather the 
past week has been largely in small 
lots. The local shoe manufacturers 
are rather quiet in the making of 
patent leather goods and are awaiting 
more orders from retailers. The ex- 
port trade in patent sides has con- 
tinued about normal, with prices 
ranging at from 70c. to 80c. accord- 
ing to tannage and selection. 

The sole leather situation shows 
little change in the matter of price 
or volume of business. Tanners main- 
tain that accumulations are not large. 

There is not much material change 
in the raw stock market. Trading in 
hides and skins shows more activity 
than a month ago, but is not sufficient 
yet to show much reaction in the mat- 
ter of quotations. 

















CURRENT LEATHER AND HIDE MARKET QUOTATIONS 





Colored calf leather of good quality 
ye pied rey sen ataiie enor Prices Under 1919 and 1914 Are for the Corresponding Week with This Year 
aging about 10c. less according to Sole Leather 
tannage and selection. For cheaper 1914 1919 1920 
varieties still lower prices prevail. Cents per pound 
On the suede finishes of calf the Hemlock sole, heavy No. 1....... ere ae —@30 56@ 57 52@55 
prices vary considerably according to a ee ee dee See i750 ooo = : Sa 
i 3 E-OOIE TEs 2 ROUEN 6 i5.00.63:<.6010:3:0.0:45.0:0 , -— 
ee cet on 0 = ‘on'g1 Oak sole, No. 1 backs, ail weights. ...... 45@46 82@ 84@90 
to $1.25 a foot. Union steers, flat............+++seeee —@44 84@ 85 80@82 
Famners sity Kadina ta: bidhove feein oo | A a rane re 80@ 83 80@82 
, PT eer eee 10@ 12 14@15 
now on there should be a rather brisk Offal, hemlock bellies.............+.0+5 12@ 18 20@22 
purchasing on the better grades of Offal, hemlock shoulders............... 30@ 32 40@— 
calf. Of late the sales on the medium NORE GIN 5.5.0.5. 0's 5: 6:.8 da:6y odds 0 15@ 16 19@20 
and lower grades have been compara- PR NUR 15.0 oe .056 6 05.65.40 beens Be 18@ 19 25@27 
tively few. Cents per foot 
Chrome, S. A. dry hide, 744 to 10 iron sides 48@ 50 —@60 
Danger of Too Low Reduction Chrome, green hide, 6 to 8 iron sides..... —@ 50 —@60 


Upper leather quotations are not given, owing to the wide range of prices, 
which depend on quality, grade and selection. 


Hides and Skins 


Conservative judges of the leather 
market situation have expressed the 


opinion that there was danger in the 1914 1919 1920 
swing of prices extending too low Po : Cents per pound 

the downward course, just as they di ; ke oe 

to too high a point a year ago. The Heavy native cows: .l.lcclll Ole = @s0— B8@80 
markets have been going through a ATR Sate eet 16@16% 40@43 14@18 
period of readjustment for many Chicago City calfskins................ 18@22% 50@70 20@30 
months now, and the steadily and NESS See 20@25 45@46 82@34 


rapidly declining prices would be apt 
to experience some reaction when buy- 
ing once sets in. It is realized that 
the demand for leather right now de- 
pends upon the attitude of the retail! 
shoe merchants in the matter of plac- 





shoe manufacturing will be demon- 


Demonstration of Shoe Manufac- 
strated in the basement of the build- 


turing 





ing orders. This should be decided 
very soon now as salesmen are on the 
road and already there have been 
some late orders sent in for winter 
use. 

Business thus far placed indicates 
continuance of the demand for glazed 
horse in finishes ranging from 50c. 


As an addition to the Brockton Fair 
Shoe Style Show there will be a prac- 
tical demonstration of shoemaking. 
The United Shoe Machinery Company 
will supply the equipment and W. L. 
Douglas Shoe Company will produce 
the goods. Ali the latest methods of 


ing where a floor space of 1800 
square feet will be available. In addi- 
tion to the 50 or more machinery oper- 
ations shown in producing each shoe, 
there will be an exhibition of hand- 
sewing and other hand work as repre- 
senting early methods of shoe pro- 
duction. 
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For Immediate Delivery 


Colored Kid 


CARRIED 


In Stock 


A, B, 7 to 11; C, D, 6 to II 
610 


608 COLORED KID BLUCHER 
COLORED KID BALMORAL No. 611. SAME STYLE IN BLACK KID 


M. A. PACKARD COMPANY 


BROCKTON, MASS. 





Boston Salesrooms New York Salesrooms 
60 South St. 127 Duane St. 
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Comfortable—Reliable 


Felt Footwear 
In the Prettiest Styles 


The selection of the most popu-. by when you want fine, well- 
lar styles comprise our line—in a __finished felt shoes—the kind that 
great variety of beautiful colors. bring the smile of contentment to 

Felt footwear named “Com- _ the face and satisfaction to the feet 
panions” are your reliable stand- _ of the wearer. 





ASK YOUR JOBBER Republic Felt Shoe Corp. 
FOR “COMPANIONS 899 KENT AVENUE —_ BROOKLYN, N. Y. 
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Immigration Increase Predicted 


George D. Bartlett, secretary of the 
Wisconsin Bankers’ Association, who 
has just returned from a two months’ 
tour of Europe, said the British Isles 
and Continental nations, as well, were 
making a surprisingly rapid recovery 
from the effects of war. He said 
that thotsands of foreigners, particu- 
larly Italians, are preparing to flock 
to the United States. Qn the boat 
returning to America there were 400 
cabin passengers and 800 in steerage, 
mostly Italians seeking opportunities 
in the United States. Mr. Bartlett 
said there was a serious unemploy- 
ment situation in most European coun- 
tries, labor being plentiful and wages 
low. This accounts largely for the 
rush of immigration. 


Salesmanship Taught in High School 


A course in retail salesmanship, 
which merchants of Milwaukee have 
been seeking to have introduced in the 
high schools for several years, be- 
came a fact with the reopening of the 
school year this week. The school 
board, at a meeting on Aug. 31, lis- 
tened for two hours to arguments by 
members of the committee on educa- 
tion of the Association of Commerce 
and representatives of the larger re- 
tail and department stores, finally 
deciding to introduce the course. F. 
S. Krieger, retail secretary of the 
Association of Commerce; Miss 
Martha Kelly and Mrs. Clark, of the 
Edward Schuster & Co. stores, and 
Mrs. Wolcott, of the Boston Store, 
made eloquent and effective pleas. 
“Retail Selling,” a notable book by 
Prof. Paul Nystrom, of the State Uni- 
versity, Madison, was selected as the 
text. 


Sales Association Meets 


After the usual midsummer vaca- 
tion, the Milwaukee Shoe Sales Asso- 
ciation got back to business on Fri- 
day, Sept. 8, by holding its regular 
monthly meeting at the Athletic club. 
From now until National convention 
time, Jan. 10-13, the association will 
hold frequent sessions to determine 
upon details of its elaborate plan for 
entertaining the shoe dealers of the 
United States as well as the travelers 
and the manufactarers. 


Increase in Sales of Children’s Shoes 


The sales of children’s footwear, as 
was to be expected at this time with 


a little advertising pressure, have 
jumped, but here again no phenomenal 
volume has been noted, and it was the 
stores that had real bargains which 
attracted the trade. 


Increase Expected Later 


There is a general feeling in the 
retail trade that a pick-up in vol- 
ume is due later on. It is still too 
early for it to develop, and in a season 
such as the coming one gives every 
prospect of being, it is but natural 
that the demand should lag and not 
reach its best possibilities until a 
period later than normal in the season. 


Leather Business Quiet 


The tanneries in the Philadelphia 
district. are all reporting a low volume 
of business, with a buyer’s interest 
which refuses to become anything like 
enthusiasm, though it has shown some 
little increase in the past few weeks. 
Part-time operation is the rule rather 
than the exception, and few of the tan- 
neries make any secret of the fact 
that they are not even hoping for 
capacity output for many months to 
come. Virtually the same attitude is 
to be noted among the shoe factories. 


Buying Power Decreasing Slowly 


There is no doubt that the actual 
buying power of the Philadelphia. pub- 
lic is slowly decreasing. At present 
it is not being caused by reduction 
in wages. It is being caused by the 
absence of increases in wage scales, 
which until recently have been going 
on with hardly any intermission, and 
to a greater extent by the partial clos- 
ing down of factories in nearly every 
line of business. The shut-downs in 
the Philadelphia textile mills have not 
received the same publicity as have 
those of the great New England 
plants, because the average Philadel- 
phia mill is small by comparison. But 
what the local textile mills lack in 
size they more than make up in num- 
bers. Philadelphia actually is, in the 
aggregate output of its myriad of 
small weaving and knitting mills, the 
greatest textile production center in 
the United States, and the sluggish 
times which have come upon that in- 
dustry mean curtailed incomes for a 
portion of its population numbered in 
the hundreds of thousands. As the 
mills are centered very largely in the 
Kensington district, it is the many 
shoe merchants in that very large sec- 





tion of the city who have felt the ef- 
fect of the depression in marked de- 
gree. f 


Lunn & Sweet Men in the Field 


The salesmen of the star selling or- 
ganization of Lunn & Sweet, of Au- 
burn, Me., are in the field. 

The great semiannual sales conven- 
tion at the factories in Auburn has 
just been held and the staff of forty 
men is on the territory. 

Following is the roster of the 
Sweet Sally Lunn, Ye Olde Tyme 
Comfort and Betsy Jane men: 


Sweet Sally Lunn and Ye Olde Tyme 
Comfort Lines 


W. F. Barber, Kansas and northern 
Oklahoma; R. T. Bowman, Kentucky 
and West Virginia; K. A. Burnell, 
Washington and Oregon; C. W. Car- 
son, Arkansas and Southern Okla- 
homa; J. C. Clark, eastern Iowa; 
Charles M. Cohen, southern Michigan; 
C. E. Dawley, North Dakota and 
Minnesota; Hubert R. Estes, Chicago 
and vicinity; J. A. Fielding, Maine, 
New Hampshire and Vermont; Joseph 
Foley, Boston and vicinity; F. W. Gil- 
bert, Virginia, Delaware, except Wil- 
mington, and Maryland, except Balti- 
more; Murray H. Gleason, Missouri, 
except St. Louis; Charles E. Hinds, 
California; E. C. Johnson, Pittsburgh 
and vicinity; Alfred Kahen, western 
Iowa, Nebraska and South Dakota; W. 
H. Legge, Pennsylvania, except Phil- 
adelphia district and Pittsburgh dis- 
trict; R. L. Loveless, Alabama and 
Tennessee; H. J. Luck, Arizona, New 
Mexico and western Texas; N. J. Mc- 
Manus, eastern Ohio; F. C. Mahar, 
New York, except Greater New York; 
J. G. Mazur, southern Illinois; L. D. 
Mazur, northern Illinois, except Chi- 
cago and vicinity; E. S. Murray, 
North Carolina and South Carolina; 
Ran Nathan, Louisiana and Missis- 
sippi; H. M. Nation, northern Michi- 
gan and Wisconsin; M. H. Parsons, 
Colorado, Nevada and Utah; W. E. 
Ratcliffe, Indiana; Harry Roth, Phil- 
adelphia district, Washington, D. C., 
Baltimore, Wilmington and southern 
New Jersey; P. A. Sawyer & Co., 
Greater New York and northern New 
Jersey; G. E. Small, Connecticut, 
Rhode Island and Massachusetts, ex- 
cept Greater Boston; R. E. Smith, 
western Ohio; Gregory E. Stone, Flor- 
ida and Georgia; F. A. Whiffen, east- 
ern Texas; Luis Felipe Chaoul, Mex- 
ico. 
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No. 73L. Brown Elk Blucher— 
Lined—Goodyear Welt. 


Children’s School Shoes 
Built for Service 
in Stock 


No. 73 Choc. Elk Blucher 


eS 
STanpae© 


L. B. EVANS’ SON CO. -- WAKEFIELD, MASS. 


OFFICE — 110 SUMMER STREET 


ee TO. | GOs in cis scanbadeomeaun $3.00 
ee kg Gla cade ose diecsisaes 3.50 
ROU Ee Wins deed Kc acnaneeca 4.00 


No. 73L. Brown Elk Blucher 


PO Eo oi ni cccndonicesaseon $3.00 
re lg ie ok oo oc ch cscavecnen 3.50 
WER TE, Go 65 hones a cceticwsias 4.00 


TERMS, NET 30 Days 






EVANS 
TAN DARY 
























































82 Fulton St. 


ACORN > 
SOLE LEATHER 


It is a pleasure to cut good leather. 


Our Acorn Brand Sole Leather answers every re- 
quirement of sole leather for the findings trade. 


Backs 
Jumbo-Blocks 
Butts Bellies Shoulders Heads 


Toplifts 








» SALZ CO. 


Tanners of Real Leather . 


Wells Fargo Bldg. 
San Francisco 


220 W. Lake St. 
Chicago 
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A Style Survey in St. Louis 


Playing the Present and “Near Future” Very Carefully — Watchful 


The disposition of St. Louis manu- 
facturers of footwear will be to watch 
fall and winter developments for a 
time, before committing themselves 
on the new designs for spring, more 
especially the novelty goods. This 
inclination is largely due to the fact 
that they do not regard the troubles 
of the recent past as entirely ironed 
out and they also feel that the influ- 
ence of those troubles on fall demand 
and business generally has not yet 
been disposed of. 

In consequence, the preparations 
of the larger houses will be along the 
lines of development as affected by 
the fall trend rather than a rush to 
provide new styles for spring far 
ahead of any definite knowledge of 
what the public will do, either in its 
expenditure of money for footwear 
or in the styles to which it will run. 

This condition is further affected by 
the difficulty which is being found in 
getting blue kid, for instance, and 
others of the proposed novelties for 
the fall trade, resulting in a situation 
which does not assure as yet satis- 
factory deliveries either of raw ma- 
terials or of finished products. 


Style Plans in January 


Neither are they as yet satisfied 
regarding the desire of the public for 
higher boots or for similar changes in 
the patterns, and the caution with 
which they are handling the new 
developments in fall style conditions 
is naturally reflected in stronger de- 
gree with relation to still later deliv- 
eries as spring styles would be. 

It will, therefore, probably be Jan- 
uary before the St. Louis houses, for 
the most part at least, will settle 
down to their style plans for the 1921 
seasons on all but the staple goods. 

The feeling now is among practi- 
cally all the manufacturers that even 
though the public goes to higher 
boots, for instance, for the winter 
season it will not necessarily mean 
that there will be any larger demand 
for boots for spring to the exclusion 
of the low footwear which is and has 
been the natural tendency of this 
territory. Therefore, so far as boots 
go for the spring and summer of 
1921, there is at present little or no 
expectation that there will be any 
material change in the volume of the 
demand for high and low shoes, mean- 
ing the proportions thereof. 


Fanciful Patterns 


In the matter of patterns, there is 
evident on the new fall samples and, 
in consequence, for spring a disposi- 
tion to cut the patterns in more fan- 
ciful shapes, although nothing of the 





Waiting on Spring Styles 


bizarre is contemplated or being put 
into the lines. In the boots, the lace 
edge is being cut in fancy patterns 
and some tendency is shown toward 
making the closing edge of another 
material or another color than the 
main part of the top, which is laid 
over upon the lace strip with a fancy 
cut edge, sometimes cut out and 
always ‘sewed in a pattern in keeping 
with the cut. 

There is a little disposition to look 
forward, in addition to the new solid 
colors, to the utilization of color com- 
binations in a refined way, and here 
and there are to be seen designs, not 
yet accepted however, which show a 
gore of a lighter tone set into the 
top for instance, the top edge being 
cut in a wave design. Moire silk, as 
a topping, is being sampled for the 
winter, but is not being stocked and 
its effect on the spring. lines will be 
measured by the fall and winter de- 
velopments. Satins are liked, both 
for the complete shoe and also in 
combinations, the same color tone 
being used when leather and fabric 
are combined. This situation applies 
to both high and low footwear. 

Vamp Length the Same 


As St. Louis designers see it, there 
will be no change in the vamp length 
or on the last shapes. For spring, 
they expect the vamp length to be on 
the basis of 3% inches and the last 
shapes, particularly the toes, to re- 
main about as they are, with a little 
possibility of a more rounded effect 
if any change at all is made in the 
toe formation. The feeling is, that 
the present shapes and dimensions 
are comfortable, satisfactory to the 
wearer, and much more easily handled 
in the factories. Hence, why should 
there be a change. Much of this 
tendency is due to a knowledge of the 
trade supplied. by the St. Louis 
houses and its disposition with rela- 
tion to changes in styles. 

As to the heels, these are expected 
to remain about as at present, the 
full Louis for dressy effects and the 
high and low straight heels, in Cuban 
or military effect, as suited to the 
particular footwear on which placed. 
There is no disposition whatever to 
play up the so-called Cuban-Louis 
heel or the Baby-Louis, and such at- 
tention as these get will be on the 
basis of the orders of retailers. They 
will not be more than sampled for 
the attention of retailers who will 
have to make their own choices. 

Generally speaking, the disposition 
of St. Louis manufacturers is to let 
the spring season take care of itself, 
through the natural evolution which 





will come from the public’s attitude 
toward the efforts this fall and win- 
ter to induce buying through novelty 
of design and new colors of leather. 
Such tendencies as are shown in the 
buying by the consumer in the next 
few months will be reflected in the 
styles which will be prepared for the 
January trips. In other words, the 
St. Louis disposition is to play the 
present and near future carefully— 
to prepare to meet the demand that is 
expected to spring up as efficiently as 
possible and to do some watchful 
waiting before committing the trade 
to any special style characteristics for 
the spring season now so far ahead. 


S. H. GILLERUP MAKES CHANGE 

S. H. Gillerup, advertising manager 
of the Standard Kid Mfg. Co., leaves 
their employ on Sept. 15 to associate 
himself with the George Batten Ad-, 
vertising Agency in New York City. 
Mr. Gillerup has made many friends 
in the Boston district during his past 
year of service in helping to put 
VODE KID unmistakably on the map. 
Duncan Rogers, head of the sales pro- 





S. H. Gillerup 


motion department of the Standard 
Kid Mfg. Co., will succeed him. 
Although a young man, Mr. Gil- 
lerup’s abilities have been unmistak- 
ably demonstrated in the results he 
has helped to accomplish during the 
comparatively short space of time he 
has spent in Boston. He is returning 
to New York, where he has always 
made his home, to accept a position 
of large responsibilities.. 
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Labor Day Marks 


the end of the vacation season 
and hundreds of women who 
prefer Grover shoes to all others 
are coming home. 


They will need serviceable, 
comfortable boots for fall and 
winter wear. 


Are you prepared to meet that 


: Style No. 602 
demand? Let our in-stock de- Kia Polish on No. 58 Last, Medium Toe, 
Kid Tip, 1%-inch Heel, Turn Sole, Lady 
Constance Grade. 
Price $7.50 


IN STOCK—B to B 


Style No. 431 
Paris Kid Polish on No. 240 Last, partment serve you. The styles 


Medium Toe, Kid Tip, 1%-inch Heel, s 
Fiexible Welt. illustrated in this advertise- 
ment—and many others—are 


Price $9.00 
IN STOCK—AA to EB 
ready for immediate delivery. 


Style No. 6374T 
Kid Polish like No. 431 in Lady 
Constance Grade. 
Price $7.50 
IN STOCK—A to EE 


‘OFT SHOES FOR TENDER FEET 


J. J. GROVER’S SONS COMPANY 


LYNN, MASSACHUSETTS NEW YORK: 
47 W. 34th Street 


BOSTON: 
183 Essex Street 























IN STOCK 


SPECIAL OFFER 


Good Cabretta 
McKay 


HUB GORE 


Romeos and Juliets 


ARE THE STANDARD— 
THEY SELL 


CASE LOTS ONLY—3-8 


— > Ginel= 
HUB GORE—INSURED 





SLIPPERS 


GOLDSCHMIDT & LOEWENICK 


Ine. 


129 DUANE STREET, NEW YORK 








FOR TWO YEARS } 
EVERLASTIK, Incorporated 


HUB GORE MAKERS 


NEW YORK 
395 Broadway ° 


BOSTON 
. 52 Chauncey St. 
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O. G. Felt, A Vermont Shoe Veteran 


Manchester Retail Merchant Has Sold Footwear for 53 


Among the retail shoe merchants 
who attended the meeting and outing 
of the Vermont Retail Shoe Dealers’ 
Association, held at Woodstock, Aug. 
5, was O. G. Felt, Manchester, Vt., 
who has been an association man for 
the last 38 years, and who in 1894 
was the last secretary of the old “Re- 
tail Shoe Dealers’ National Associa- 
tion.” He is described in an article at 
that time as follows: 


A Biography of 1894 


“QO. G. Felt, the new secretary of 
the Retail Shoe Dealers’ National As- 
sociation, is a successful member of 
the craft and does a good business at 
Manchester, Vt. He is a quiet ap- 
pearing gentleman, but has a strong 
habit of getting there. This was ex- 
emplified some time ago, when he had 
a first-class store erected and occu- 
pied in a little over two months. He 
is much interested in the success of 
the association and will do all that is 
in his power to increase the member- 
ship. He has been identified with the 
shoe trade in various capacities and 
as a shoemaker for the past twenty- 
seven years. His store is called the 
Main Street Shoe Store, and is noted 
for the fine class of goods that is car- 
ried.” 

Mr. Felt has been a subscriber to 
the Boor AND SHOE RECORDER since 
1890. He introduced himself to the 
RECORDER representative who was as- 
signed to cover the Woodstock out- 
ing, and reminisced as follows: 


A Custom Shoemaker 


“I began my trade in Manchester 
as a custom shoemaker on Dec. 1, 
1866. I opened my own custom shop 
in 1869. At that time nearly all foot- 
wear was made to order; the feet 
were really measured. In 1887, as 
custom work became dull, I went into 
the retail shoe business. In Febru- 
ary, 1890, I became a subscriber to 
the RecorpER. At the present time 
there are very few shoemakers liv- 
ing. I have seen a great change in 
footwear, but I have kept up an in- 
tense interest in the shoe business. 
In fact, I am just as much alive to 
style changes and conditions now as 
I was when I started to make foot- 
wear. 


Pre N. S. R. A. History 


“In regard to the old Retail Shoe 
Dealers’ National Association, I at- 
tended two or three conventions—of 
two I am sure, one in 1883, and one 


Association 





in July, 1884, but it seemed impos- 
sible to get many outside of the New 
England States to join it. I was its 
last secretary, being elected at the 
eighth annual convention, in July, 
1894. The president was F. W. Gil- 
bert of Somerville, Mass., and the 
treasurer George L. Fuller of Mon- 
son, Mass. The executive committee 
were W. N. Towne of Waltham, 
Mass.; J. J. Spaulding of Lexington, 
Mass.; C. A. Burleigh of Boston; 
T. C. Newcomb, South Boston; W. E. 
Cheney, Somerville, Mass.; Joseph F. 
Ripp, South Boston; John Leslie, 
Westerly, R. I.; George C. Hunt, 





O. G. Felt 


Worcester, Mass. The official -title 
was the Retail Shoe Dealers’ National 
Association of the United States. We 
had letterheads and tried to do our 
best to stimulate a real national in- 
terest. 


Conditions in 1894 


“You see, in 1894 the shoe trade, in 
common with other industries, had 
just passed through a great business 
depression. The retail shoe trade 
needed active association work. Our 
president, Mr. Gilbert, emphasized 
this fact in his talk to us. At that 
meeting standard measurements of 
lasts were discussed, standard sizes 
for cartons, and standard measure- 
ments of lasts for rubber shoes. 


Milwaukee in 1921 


“Out of all these efforts and doubt- 
less similar ones in different parts of 


Years—Former Secretary of Old National 


the country came the present Nation- 
al Shoe Retailers’ Association, of 
which I am proud to be a member. 
I attended the 1920 Boston conven- 
tion, which I think was the best of 
them all. Although the boys are 
talking of a special train to Milwau- 
kee, I am afraid that it will be too 
long a trip for a man of my age, but 
I will see. 

“Yes, indeed, business has been 
very good. Manchester is a summer 
resort and I get lots of trade from 
the summer visitors. I have lived in 
Manchester since a small boy. I think 
that it is a very pretty village.” 

In the old days Mr. Felt’s thoughts 
on shoe conditions often appeared in 
the RECORDER and other trade publi- 
cations. 


First Annual Outing of Chicago As- 
sociation of Shoe Factories’ Superin- 
tendents and Foremen 


On Saturday, August 28th, all Chi- 
cago factory superintendents and 
foremen with their families, 200 in 
number, departed on the steamer 
Florida at 10 A. M. for Michigan 
City. Each and every one of the 200 
were to be recognized by a badge 
which was used for the purpose of 
identification and never was there a 
happier congregation than these 200. 
It looked like a little city all its 
own, as their pleasure and troubles 
were of mutual interest, the men 
being all on a par, so to speak, their 
duties being practically the same. 
The freedom with which they mingled 
with one another was easy to be seen. 

On arriving at Michigan City 
shortly after lunch, there was a ball 
game between the foremen of the 
various factories, while the wives and 
children retired to the beach and en- 
joyed the pleasures of the summer 
resort for the rest of the day. 

Martin Moran of J. P. Smith, Chair- 
man of the Committee on Arrange- 
ments, states that he feels that this 
association will have much to do with 
bringing together a more friendly 
feeling between those working in the 
various factories, which in the end 
means better co-operation throughout 
the city. 

Officers now in office are: C. J. Jen- 
nings, President, who is Supt. of the 
Chicago Specialty Company; R. R. 
Lay, ‘1st Vice President; C. Davis, 
2nd Vice President; Martin Moran, 
Treasurer; R. C. Booth, Secretary. 










a aeNnienaTiemnrgmecenntanenstmceriine 


if 
: 
' 
; 
j 















RAMEE ee 





118 BOOT AND SHOE RECORDER 


|pusemtores 





Shoe Polishes 


VARIETY 


QUALITY 


“GILT EDGE” 
“NOBBY” BROWN 
“OIL PASTE” 
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September 11, 1920 





The longest line that’s longest 
on the market 


The self shining dressing that has pleased mil- 
lions for years. No polish stock is complete with- 
out it. 

The one Brown paste polish that puts a mirror- 
like gloss on leather with the least effort. 

The kind that works miracles with wet or dry 
Attractively packed. 
complete catalogue. 


Whittemore Bros. Corp., Boston, Mass. 


Ask your jobber salesman or write us for complete catalogue 


For others see 








WHEN YOU ORDER 


SPATS 


“Be sure they are 
Trufits” for your own 
satisfaction. 


Trufit Spats 


Are what their name implies. 
True fitting, well made and 
in a wide range of styles. 


Style tendency and 
economy will both 
stimulate Over gaiter 
sales for Fall. Better 
be prepared with the 
needed stocks. 


ALL SHADES, IN BOX CLOTH AND FELT 
Write fer prices and details 


Laing, Harrar & Chamberlin 


43 N. Third St., Philadelphia 
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IN STOCK 


Shoes that are built 
to fit the youngster’s 
feet and do not force 
the feet to fit them. 


—No Tacks 

—No Nails 

Note the Button and 
New Prices Lace. 
5-8 8%-11 

Smoke Elk ...... $2.25 Smoke Elk ...... $2.65 

Brown Elk ...... 2.25 Brown Elk ...... 2.65 

Cordo Lotus ..... 2.25 Cordo Lotus ..... 2.65 

Gun Metal ....... 2.15 Gun Metal ....... 2.45 


TRUITT BROS., Inc. 
BINGHAMTON NEW YORK 
DANUUUOAEOOEDAGOUDUNUOOEOOEOOCUUUOUOOUUOOUOOOOOOONUDOEOUEOUOOOPOUEOUEOUOEOOELY 


VUDUUUDOUOAAOOOUGUOOOOUOEOOOUEREDEREDODUGOOUUUUOUCUOUCUUOOEOOONOOOONEOOOOOOUUUECGS0S000000000000000000000008 
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ILLINOIS COLLEGE OF 
CHIROPODY GRADUATES 
LARGE CLASS 


Nineteen new doctors of surgical 
chiropody were graduated by the IIli- 
nois College of Chiropody, Chicago, 
recently. The exercises attendant 
upon this graduation were held at the 
New Hotel Morrison on Saturday 
evening, Sept. 4, and were most im- 
pressive. 

The exercises were opened with an 
invocation by Rev. J. W. Nicely. 
Arthur W. Dixon, LL.D., professor of 
medical jurisprudence at the college, 
then delivered an eloquent and stir- 
ring opening address. This was fol- 
lowed by talks from Dr. Clifford H. 
Grigg, secretary of the college and 
professor of clinical chiropody; J. J. 
Monahan, M.D., professor of anatomy 
and surgery; D. E. Ricardo, M.D., 
president of the college, and a number 
of other faculty members. 

Musical selections of great merit 
were interspersed throughout the ex- 
ercises, coming in between the vari- 
ous addresses. 


List of Graduates 


The valedictory address was deliv- 
ered by Hardford W. Westgate of the 
graduating class, and proved to be a 
most eloquent effort. 
tion was delivered by James Riley 
Harris of the graduates, and was re- 
plete with feeling and eloquence. 

Dr. D. E. Ricardo, the college presi- 
dent, presented the diplomas and con- 
ferred the degrees of D.S.C. upon 


The class ora- . 
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the graduates with a few well chosen 
and ‘impressive sentences. 

Those receiving diplomas were: 

Theresa Baumgartner, Illinois; 
Harry B. Bronston, Michigan; Inez 
Burnham, Illinois; Charles J. Dupre, 
Illinois; Clara Watkins Gaines, IIli- 
nois; James Riley Harris, Texas; Al- 
vin E. Harrison, Illinois; Myrtle A. 
Heylman, Indiana; Benjamin J. Klie- 
benstein, Wisconsin; Roy E. Martin, 
Missouri; Floyd L. Mason, Illinois; 
Inez V. McKee, Illinois; Anna Mickle, 
Illinois; Elmer Schoenleben, Illinois; 
Oliver N. Sheeley, Nebraska; Louis 
Temple, Illinois; Margaret E. Wat- 
kins, Illinois; Hardford W. Westgate, 
Illinois; Henry Rodger Wilson, IIli- 
nois. 

Following the exercises, a sumptu- 
ous banquet was spread, and the 
graduates and guests were regaled 
with choicest viands, while hearing 
short talks from numerous faculty 
members and others. Dr. Wm. M. 
Scholl, vice-president and founder of 
the college and professor of footgear 
and mechanical orthopedics, acted as 
toastmaster in his usual tactful and 
efficient manner. At the conclusion of 
the speaking, the floor was cleared for 
dancing and all enjoyed themselves 
until the small hours of the morning. 

From every standpoint this was the 
most successful graduation ever held 
by the Illinois College of Chiropody. 
The large attendance and evident in- 
terest and enthusiasm show clearly 
the awakened “pep” in the profession 
and a new appreciation of the college 
as an institution of which Chicago 
should be, and is, proud. 


Brockton 


PERFECTING STYLE SHOW 
PLANS 

The 40 or more shoe manufacturing 
concerns in the Brockton district who 
are to exhibit samples of their prod- 
ucts at the Style Show to be held in 
connection with the Brockton Fair in 
October have their plans fully per- 
fected. The committee having this 
matter in charge on behalf of the 
Brockton Shoe Manufacturers Asso- 
ciation will provide a setting which 
will in every way furnish an attrac- 
tive background for the exhibits. The 
platform for the Style Show on which 
local young.men and young women 
will parade has been built and the 
store windows beneath the platform 
are now being finished. Special light- 
ing effects will be provided as well as 
a decorative scheme which will em- 
body many novel features. 

Association Backing the Show 

President John S. Kent of the 
Brockton Shoe Manufacturers Asso- 
ciation says the organization is thor- 
oughly in accord with the plans made 


for the Style Show at the Brockton 
Fair and that it is to be featured as 
a Brockton district affair, inasmuch 
as numerous concerns in the South 
Shore towns are members of the lotal 
association. President Kent empha- 
sizes a point which he considers im- 
portant and that is that the show is 
to have a distinctly local flavor. He 
believes there are many people in the 
vicinity of Brockton who would like 
to see the shoes made in the Brockton 
district. In connection with the shoe 
factory which is to be operated in the 
basement they may get first hand in- 
formation as to how these shoes are 
made. W. L. Douglas Shoe Co. will 
manufacture the shoes at the fair, 
while the United Shoe Machinery 
Company will supply the necessary 
equipment. President Kent makes 
the additional point that the show is 
not for selling purposes and unlike 
the Boston Show, salesmen are not to 
be in attendance for the purpose of 
soliciting business. In other words, 
it is a home demonstration for home 
folks. 
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WANTED FOR EXPORT 


Slow Sellers 
Discontinued Numbers 


YOUR ee Stocks _ 


Entire Stocks 


NEW YORK EXPORT 
PURCHASING CORPORATION 
515-517 Broadway 


FOR CASH 


New York City, N.Y. 























kinds 


shelving. 
Send for cata 
giving full 
scription a 
prices. 


Chicago, Ill. 


to fit all 


of 


log 
de- 
nd 


67 Randolph St. 








Metal Shoe Fitting Stools 


and Floor 
Mirrors 





No. 141 


Write for 
Catalog 
and Prices 
621 N. LA SALLE STREET 
CHICAGO, ILL. 





THE CHICAGO 
WIRE CHAIR CO. 






































a ose —rerereaty 
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For other “Want” advertisements, seven cents per 
word for each insertion. Minimum amount accepted $1.25. 
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SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





SALESMEN WANTED—Hustling live- 
wire salesmen for the States of Indi- 
ana, Wisconsin, Oregon, Utah, Washing- 
ton, Arkansas, North and South Carolina, 
Georgia, Florida, Alabama, Mississippi, 
Tennessee and Texas to carry our line of 
children’s flexible turn shoes, sizes 1 to 5, 
and spring heel turns, sizes 3 to 8. Line 
consists of 32 samples packed in a neat 
compact case. We pay the highest rate 
of mmission and carry in stock every 
number shown in sample line, ready for 
immediate delivery. This line is a win- 
ner for salesmen who have established 
trade and can produce a large volume of 
business. Our prices are right. Im- 
perial Shoe Company, Rochester, N. Y. 





SALESMEN who will not only carry but 
sell as a side line our HEEL and 
ARCH PILLOWS. Write for samples 
and prices; make the price of the hotel 
bill with this up-to-date line. Footwear 
Specialties Co., Inc., 65 Broad St., Boston, 


Mass. 





WANTED—By a New Hampshire manu- 
facturer, an A No. 1 up-to-the-min- 
ute shoe salesman for a medium priced, 
well established line of women’s and 
misses’, children’s and infants’ shoes, to 
eall on jobbing trade and mail order 
houses. Must be well experienced and 
highly recommended. Give full informa- 
tion by mail. Address, C196, care Boot 
and Shoe Recorder, 207 South St., Boston, 


Mass. 





SALESMEN wanted for the States of 
Wisconsin, Minnesota, 


to carry our line of children’s First-Step 
shoes, sizes 1 to 5; Spring Heel Turns, 
sizes 8 to 8, and popular priced Welts, 
sizes 5 to 8, 8% to 11. Highest commis- 
sion paid. Oey salesmen who have an 
established trade and who will give our 
line proper attention desired. Samples 
now ready. Le A number shown carried 
in stock ready for immediate delivery. 
Staud Shoe Corporation, 296 State St., 
Rochester, N. Y. 





ANTED—Live-wire salesman with an 
established trade in New York State 

to carry as side line on 5 per cent com- 
mission line of women’s Comfort Shoes. 
Also man for Western Massachusetts and 
Connecticut. Address C197, care Boot and 
Shoe Recorder, 207 South St., Boston, 


Mass. 





S ALESMEN WANTED—For State of 
Iowa, ladies’ fine shoes, in stock spe- 

cialty line; great opportunity for right 
man; one acquainted on territo pre- 

secre. Culley-Storz Shoe Co., Omaha, 
eb. 





W ANTED—Experienced, live-wire sales- 

men for men’s high-grade chocolate 
Russia welts. In-stock specialty line. 
Straight 6 per cent commission basis. 
Following territories open: Colorado, Kan- 
sas, Minnesota, Louisiana and Ohio. Ad- 
dress C190, care Boot and Shoe Recorder, 
189 W. Madison St., Chicago, Ill 


WANTED—Live-wire salesmen for State 
of Kansas. Specialty line ladies’ fine 
shoes and felt slippers for immediate de- 
livery. One who is acquainted on terri- 
tory preferred. Address C175, care Boot 
and Shoe Recorder, 189 W. Madison St., 


Chicago, Il. 





SALESMEN WANTED—Good __ experi- 
enced shoe salesmen for high grade 
Western line of men’s work shoes in the 
following territories: Southern Wiscon- 
sin, Southern Minnesota, Indiana, South- 
ern Michigan, Illinois, South Dakota and 
Nebraska, Kansas, Ohio and Montana. 
Only live shoe salesmen with an estab- 
lished business will be considered. Ad- 
dress C198, care Boot and Shoe Recorder, 
189 W. Madison St., Chicago, IIl. 





PROGRESSIVE New York jobber has 
opening for three salesmen acquainted 
with the trade through Greater New York 
and New Jersey to handle a line of 
children’s, misses’ and girls’ welts and 
McKays, infants’ turns always in stock. 
Address K343, care Boot and Shoe Re- 
corder, 127 Duane St., New York. 





SALESMAN WANTED—An experienced 

traveling salesman to sell leather and 
shoe findings in South, Alabama or 
Florida. Established trade and territory 
for well known house. State salary ex- 
pected and give full particulars as to ex- 
perience. Must furnish reference. Ad- 
dress C201, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. ; 





SALESMAN WANTED—To carry as a 
side line on commission, our line of 
infants’, children’s and misses’ turn shoes 
and sandals in Indiana and Michigan. 
Trade established. Only live shoe sales- 
men with established trade will be con- 
sidered. Lock Box 186, Orwigsburg, Pa. 








SALESMEN’S 
ATTENTION 


Wanted—Salesmen who have es- 
tablished trade in Illinois, Wiscon- 
sin, Minnesota, Iowa, Missouri, 
»Kansas, Nebraska, Colorado, Cali- 
fornia, Arkansas, Louisiana, Ten- 
nessee, North Carolina, South 
Carolina, Georgia, Alabama, Missis- 
sippi, to carry two samples of 
men’s fine welts, Mahogany Bal 
and Blucher, wing foot heel; car- 
ried in stock from A to D, price to 
trade $6.60 less 5 per cent discount; 
salesmen’s commission 6 per cent. 
Full information with first letter; 
all replies confidential. Address 
C200, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 














RAVELING SHOE SALESMEN wanted 
for the following territories: New 
York State, Virginia and West Virginia, 
Wisconsin, North and South Dakota, Okla- 
homa and Texas, to sell a men’s medium- 
priced line of welts. Straight, but good 
liberal commission. Give references and 
full information in first letter. Address 
C172, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





ANTED reliable salesmen to sell 

the Howard Line of Boys’ Good- 
year Welts as a sjde line on 6 per cent 
commission, a standardized shoe. Two 
leathers, two lasts, two patterns, 
eight samples on all. All solid with 
sole leather counters, grain leather 
insoles, wing foot rubber heels and 
the new Celoid chrome sole, these 
soles giving a minimum of twenty- 
three per cent more wear than e 
finest oak soles with the Celoid 
chrome sole, this is the most sturdy 
and stylish line of boys’ welts on the 
market today at prices that defy 
competition. Give full details re- 
garding your territory. Line handled. 
Number of months you travel and 
references. Address -C 203, c/o 
BOOT & SHOE RECORDER, 207 
South St., Boston, Mass. 

















POSITION WANTED 


BUYING and merchandising retail shoe 
manager wishes to change. Fifteen 
years’ experience managing medium and 
high-class shoe departments for ladies 
and children. Can furnish A No. 1 recom- 
mendations as to ability and business pro- 
ducer. Only high-grade position consid- 
ered. Prefer drawing account and com- 
mission. Address C177, care Boot and 
mg Recorder, 207 South St., Boston, 
Mass. 








I AM desirous of connecting with grow- 

ing shoe house outside New ork. 
Will go West. Have managed stores for 
corporations in New York City. Have 12 
years’ retail experience. Window trim- 
mer and buyer. Age 29. Married. Ad- 
dress K342, care Boot and Shoe Recorder, 
127 Duane St., New York. 





HELP WANTED 


E are going to form our business into 
@ co-operative company and need 
the service of an experienced office man 
who KNOWS system and bookkeeping in 
Must be responsible and 
able to take stock in company; also ex- 
perienced man for ladies’ department and 
children’s department. Best and largest 
concern in the city. Always made money. 
Business increasing every year. For in- 
formation write Lyons’ Shoe Store, 115 S. 
Main St., Tulsa, Okla. 








LOOR MAN—An energetic man of good 
personal appearance with executive 
ability to handle salesmen in shoe and 
hosiery store. Must have had experience 
in big stores. Good salary and permanent 
position. Apply with references and send 
photo. Volk Bros. Co., Dallas, Texas. 





MANUFACTURER of men’s medium 
grade welt shoes has an opening for 
a capable salesman. Only man with 
proven. ability considered. All replies 
treated strictly confidentially. Address 
C165, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


WiInDow DISPLAY MAN—We have an 

opening for a display man, to 
trim shoe and hosiery window and do 
the advertising in the most progressive 
store in all the South. Good salary, per- 
manent sition. Send references and 
photo. olk Bros. Co., Dallas, xas. 
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LINE WANTED 


WANTED TO PURCHASE 





WANTED—A line of rubbers for South- 
ern Pennsylvania and Western Old 
Virginia. Strictly commission. Address 
K339, care.Boot and Shoe Recorder, 127 
Duane St., New York. 





WANTED—A line of men’s medium- 
priced welts to sell the jobbing and 
large retail trade of Texas and adjoining 
States. I have an established trade on 
the road of 33 years’ standing. Will also 
buy some floor goods. Prices and dis- 
counts must be right. Address C192, care 
Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


WANTED—To buy job lines of lined 

canvas leggings, men’s and boys’, all 
sizes. What offers? Apply Kilgour Rimer 
Co., 87 Princess St., Winnipeg, Man. 








ANTED a quantity of Army Hob 
nail shoes rejects or firsts, state 
quantity and price. 
jJ. V. Walker & Sons Clothing Co. 
Carterville Illinois 








ATTENTION of Manufacturers — Two 
salesmen familiar with Texas, each 
selling annually $250,000, want to interest 
some reputable manufacturer of Women’s 
Turns and McKays in carrying stock in 
Dallas. We can invest up to $10,000 in 
same and can furnish unquestionable 
proof of our qneny, and character. P. O. 
Box 1509, Dallas, Texas. 





EXPERIENCED shoe salesman, now sell- 
ing the best New England States 
trade, with Boston office, is open for en- 
gagement with manufacturer. Address 
C202, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 








SHOE BUYER WANTED 


WANTED—Buyer for shoe department 
in large, growing wholesale jobbing 
house, handling juvenile footwear exclu- 
sively. Excellent position and opportunity 
for the right man. Give full detailed ex- 
perience and salary expected. Address 
C173, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 








FOR SALE 


FoR SALE—Shoe and hosiery store in 
town of 7500 located in one of best 
parts of Central Illinois; ill health of one 
of owners reason for selling. This is an 
attractive proposition. Doing business of 

5. Books open for inspection. No 
agents. If interested write at once as 
this will soon go. Address C199, care 
Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 








FOR SALE—Up-to-date shoe store, 
a ~ live city, population 
18,000 Large territory to draw from. 
Stock $15,000, in excellent condition. Busi- 
ness at its best; medium priced shoes. 
Rent $40 a month. Lease has two years 
to run. Business last year $33,000. Larg- 
est industry, American Brass Co., with a 
number of other factories running full 
time. Address C195, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 











Highest Cash Prices Paid 


for entire shoe stocks. We also buy 
your surplus or slow sellers. Quan- 
tities no object. Retail or wholesale. 
Short term leases taken off your 
hands. 
Wire or Phone us 
Correspondence Confidential 


Established 1890 
GLAUBERG & CO. 
387 Broadway, New York, N. Y. 
Phone Canal 4119 


We also purchase clothing, 
hats, furnishing goods, etc. 














We Buy for Cash 


Jobbers’ and 


Manufacturers’ 
Retailers’ Surplus Stocks, Jobs, 
Close-outs. 

NO QUANTITY TOO LARGE 


We also purchase entire stocks 


from retailers or =manu- 
facturers. Send us particulars 
of what you have for s 

Short term Leases Taken. 
We pay Highest Cash Value. 


VAN PRAAG ‘& CO. 


Shoe Dept., Martin Posner, Mgr. 
459 Broadway, New York, N. Y. 
Telephone, 2248-2249 Spring 








FOR RENT 


R RENT—Shoe Department—Gener- 
ous first floor space in large, live 
popular price department store in Illinois 
town of 65,000. Address C193, care Boot 
= Shoe Recorder, 207 South St., Boston, 
ass. 


WANTED TO PURCHASE 











DO YOU CONTEMPLATE 


Retiring or going out of business? 
I will pay value for your entire or 
surplus stock of shoes. 

Leases having a short term to run 
taken over. Established 25 years. 


I. OLENICK 
413 Broadway, New York. Tel. 9531 Canal 











We buy quick and pay highest cash 
price for retail and wholesale stocks of 
shoes or any other merchandise. 

Quantity no object. 

For 30 years our specialty. 

Bank and mercantile reference. 


eer. ees SYNDICATE 


ALKER, Proprietor 
Phone, earn 157 610 Broadway, Brooklyn 








CASH PAID 


for shoe stores or surplus stocks of 
shoes or for other merchandise. ases 
taken over. We will send a representa- 
tive to investigate and make offer upon 
request. 

MAX KALTER MERCANTILE Co. 
591 Broadwa: York City 





New 
Phone "Boring 5160-5161-5162 
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PUBLISHERS’ NOTICE 

SUBSCRIPTION—The subscription price 

of the Boot and Shoe Recorder is $5.09 
a year in advance, which includes 
. postage in the United States, Cuba, 
Hawaiian Islands, Philippine Islands 
and Mexico. The price for Canada is 
$6.00 a year, including postage. 

FOREIGN SUBSCRIPTION—The price to 
all foreign countries except the above 
is $10.00 per year, including postage. 
All subscriptions are payable in ad- 
vance. 

ADVERTISING RATES—Card of Adver- 
tising Rates furnished on application. 
For rates for Wants, for Sales, etc., 
see Want Page. 
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BROCKTON OFFICE: 224 Moraine St., 
| W. R. Hill, Manager. Telephone 


CHICAGO OFFICE: 189 West Madison St. 
Telephone Main 1089. B. C. Bowen, 
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St. H. Walter Scott, Manager. 
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CINCINNATI OFFICE: 501 First National 
Bank Bidg. B. C. Bowen, Manager. 
Telephone Main 655. 

ROCHESTER OFFICE: 609 Powers Bldg. 
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Representative. Telephone Stone 6314. 

LYNN OFFICE. Fred A. Gannon. 


MILWAUKEE OFFICE: B. C. Bowen, 
Manager. 
L. Hub- 


Paris Office: 2 Rue des Italiens. 
bard, Manager. 

London Office: John C. Curtiss, Manager. 
Mansion House Chambers, London, E.C. 

Australian Office: 430 Lit. Collins St., 
Melbourne. G. Jervis Manton, Manager. 

Continental Office: Willlam Salzman, Man- 
ager. Wasagasse 2, Vienna, Austria. 

ARGENTINA: Gerente, C. M. Elizondo, 
Calle Balcarce 150, Buenos Aires. 

BRAZIL: Gerente, .Leon Combacau, 
Ruaido Alfandega 204, Rio de Janeiro. 

CHILE: Santiago, Las Rosas 1123-1127, 
Otto. Fuhrimann, Gerente. 

CUBA: Havana, Apartade 572, Pedro V. 
Montane’, Gerente. 

SPAIN: Gerente, Miguel, 
Librero-Editor, Madrid. 

MEXICO: Gerente, Jose Elizondo, 4a Del 
Cipres 117, Mexico, D. F. 

Japanese Office: Yokohama, J. F. Wagen, 
Manager. 
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No matter what policy you may 
pursue in selling to the shoe eee 
nevertheless, you need the “BOOT 
= SHOE ECORDER” ail the 

me. 
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BOOTS AND SHOES 


Abbott Shoe Co., No. Reading, Mass... 85 
Ahearn, John M., Boston 89 
Algier Shoe Mfg. Co., Brooklyn, N. 
Arnold, M. N., Shoe Co., No, Abing- 16 
Bacon-Rollins Co., Lynn, Mass 
Barnett Shoe Co., Boston : 
Barry, T. D., Co., Brockton, Mass 
Bates, A. J., Co., Webster, Mass. 
Bay State Slipper Co., Haverhill, Sines: 96 
Beals-Pratt Shoe Mfg. Co., Milwaukee 
and Watertown, Wis 
Bluestein Bros., Boston 
Blum Shoe Mtg. Co., Vansville, N. Y.. 
Boardman Shoe Co., Boston HH 
Brandau Shoe Co., Detroit, Mich 
Brauer Bros. Shoe Co., St. Louis, Mo. * a 
Brooks Shoe Mfg. Co., Phiiadeiphia.. 
Brown, H. C., Co., Inc., Boston 
Brown Shoe Mfg. Co., St. Louis, Mo., 
3rd Cover, 67 
Carter, J. W., Co., Nashville, rege 
and Chicago, lll 
Central Shoe Co., St. Louis, Mo. 
Chenoweth, R. A., & Co., Boston 
Churchill & Alden Co. (Campello), 
Brockton, Mass 
Clapp. Edwin H., Co., E. Weymouth, 
as 
Clark, ‘James, Leather Co., St. Louis, 
Mo. 67 
Collins & Staples, Haverhill, Mass..... 
Consolidated Shoe Mfg. Co., Boston.... 
Dalton Co., The, Brockton, Mass 2 
Diamond Shoe Co., The, New York City. 
Dittmann Shoe Co., St. Louis, Mo 67 
Doerr, F. L., Shoe Co., St. Louis, Mo.. 
Eaton, Chas. A., Co., Brockton, Mass.. 
Elam, F. S., Shoe Co., Rochester, N. Y. 
Emery & Marshall Co., Haverhill, Mass. 
Evans’ L. B., Co., Wakefield, 
a 
= 


Ma 
van % Poor Co., Inc., Newburyport, 
Mass. 
Fox, Inc., Chas. K., Haverhill, apes. 
Freeland, H. H., Rochester, N 
French, Shriner & Urner Co., ‘AEA 
aum. Shelby Shoe Co., 'st. Louis, 67 


Goldschmidt & Lowenick, 

York City 
Goodger, W. C., Rochester, N. Y 88 
Gordon, Leo, Shoe Co., Inc., St. Louis, or 


Mo. 
Grover’s Sons, J. J., Lynn, Mass. 
Hahn, F. W.. Rochester, N 88 
Harney-Tracy-Crehan Co., Lynn., “Mass. "104 
— Lockwood Co., Haverhill, 


Mas 
Hartman Shoe Co., Haverhill, Mass.. 3 
Heilbrunn, J., & Sons, Rochester, N. ¥: 89 
Holters Co., The, Cincinnati, O 42, 43 
Hopkins & "Ellis Co., Haverhill, Mass.. 37 
Hoyt, F. M., Shoe Co., Manchester, 

N. 29 
Hygrade Shoe Works, Brooklyn, N. 30 
Johansen Bros. Shoe Co., St. Louis, Mo. 67 
Johnson Bros. Shoe Co., Hallowell, Me. 
Johnson-Stephens & Shinkle Shoe Co., 

St. Louis, Mo 
Johnston & Murphy, New York City.. 
Keith, Preston B., Shoe Co., Brockton, 


Mass. 
Kleine, —a & Co., Chicago.. 
Kreider, A. Co 

Krohn- Fechheimer Co., 


La Crosse Boot & Shoe Mfg. Co., 


on 


Marshall, C. S., Co., Brockton, Mass... 36 
Marston ‘& Tapley Co., Danvers, Mass. 838 
McLHlroy-Sloan Shoe Co., St. Louis, Mo. 


67, 72 
McNamara, John, Haverhill, Mass. _ 95 
Melstone Shoe Co., Milwaukee, Wis.. 
Nettieton, A. E., Syracuse, N. 
ae -Anderson Shoe Co., Roches- 

er. 
Nu Baby Shoe Co., E. Lynn, Mass 
Ogden Shoe Co., Milwaukee, Wis 
Olenick, L., New York City 
Oriental Boudoir Co., Haverhill, Mass.. 
— M. T., Shoe Co., rempenqinac 
04 


Palan, A., Shoe Co., St. Louis, Mo 
Pedigo-Weber Shoe Co., St. Louis, Mo. 67 
Pennington-Crowell Shoe Co., Man- 
chester, N. 21 
Peters Shoe Co., St, Louis. Mo. 
Phillips-Cram Corp., Haverhill, “Mass... 84 
Piekenbrock, E. B., & Sons, Dubuque, 
Iowa 105 


City 
Puritan Shoe Co., Inc., New York City. 89 
Raymond, Swig & Malloy Co., Boston.. 13 
Reece Shoe Company. 87 
Republic Felt Shoe Co., Brooklyn, N. Y.112 
Rice & Hutchins, Inc., Boston 50 
Riemer, A. H., Co., Milwaukee, Wis... 
Robert, Johnson & Rand Shoe Co., St. 
Louis, M 67 
Russell, W. C., Moccasin Co., Berlin, 
ee ee rr te 110 
Samuels Shoe Co., St. Louis, Mo 
Sargent, D. D., Co.., Salem, Mass 
Scientific Shoe Co., Inc., Brooklyn, N. Y: 88 
Silver Slipper Co., Haverhill, 
a Shoe Mfg. Co., Milwaukee, 20 


Sinbac, Pa oe Tl 

Smith, J. P., & Co., Chicago 

Smith, Wn: * Sumner, Chicago 
Stacy-Adams Co., Brockton, Mass 
Stetson Shoe Co., So. Weymouth, Mass. $7 
Stickles, L. Shoe Co., The, Red a 


Thompson .Bros. Shoe Co., 

Mass. 
Timson Bros., Boston 
Tober-Saifer Shoe Co., St. Louis, Mo.. 6 
Tougas, Geo. N., Shoe Co., Boston 
Truitt Bros., Inc., Binghamton, N. Y..11 
bey States Rubber Co., New a 


Y 
Whitman & Keith, Brockton, Mass. 
Williams. Clark Co 
Witherell, E, A. M. C., 
hill, Mas: 
Wohl Shoe Co.. David P., St. Louis. Mo. 67 
‘Weaent, E. T., Co., Inc., Rockland, : 


MACHINERY, LASTS, MFRS.’ SUP- 


PLIES, DRESSINGS, ETC. 


Beckwith Mfg. Co., Bost 
Griffin Mfg. Co., Inc., New York city, 


Meyer, J. C., Thread Co.. Lowell, Mass. 92 

ao Shoe Polish Mfg. Co., Phila- P 
elp 

awe. Joseph, Co., ‘Ltd., Sheffield, 


ty 
United Shoe Machinery Corp, Boston.. 
at we Shoe Repair Machine Co., Bos- 


FINDINGS AND SHOE STORE 
SUPPLIES 


Alterson, L., & Co., New York City.... 92 
American Seating Co., Chicago 72 
Arrowsmith Mfg. Co., ’ Morristown, N. J. 98 
Bicycle Step Ladder Co., Chicago 119 
Chicago Wire Chair Co., Chicago 
Coultas Co., D. W., Providence, R. I... 92 
Dalrymple- Pulsifer Co., Haverhill, Mass. 105 
Decorators Supply Co., Chicago 24 
Doty & Scrimgeour Sales Co., 

York City 
Elastic Tip Company, Boston 
Emery & Beers Co., Inc., 


City 
Fashion Ornament Co., Brooklyn, N. Y. 92 
Goodyear Tire & Rubber Co., Akron, O., 


Greilich, Wm., & Sons, New York City: 82 
Hecht Fixture Co., Chicago, Ill 4 
Laing, Harrar & Chamberlin Co., Phil- 


, Ashland, Ohio. .121 
Narrow Fabric Co., Reading, Pa 104 
Nature Tread =. ae B caaeecey 
Taylor, Frank P. 

Tweedie Boot Top os, St. a a > 


Cover 
United States Rubber Co Front Cover 
ht xy Novelty Works, The, 


Brook- 
mM. E 
Whiteher, Frank W., Boston 
Win-Deco Display Service, Boston 
Wizard Lightfoot Appliance Co., 
Louis, M 


LEATHER AND OTHER MATERIALS 


Amalgamated Leather Companies, Inc., 
Wilmington, 
Baker & Kimball, Inc., Boston. tint 
Barnet, J. S., & Sons, Inc., Boston. 
Beggs & Cobb Co., Inc., Boston : 90 
Castle Kid Company. Camden, 
Chamberlain, B. F., 
Creese:& Cook Co., Boston 
Einstein, J., Inc., New York City 
Farnsworth-Hoyt Co., Boston 
Hecht, F., Co., Boston 
Howes Bros. Co., Boston 
Hub Gore, Boston and New York. 
Hunt-Rankin Leather Co., Boston. 
Jones Co., F. E., ito 
Kallman, Julius, Company, Boston and 
Cincinnati 4 
Kepner, C. D., Leather Co., Boston.... 
Kistler, Lesh ‘Leather Co., "Boston 
Kullman, Salz & Co., New York and 
Chicago 114 
Tewreee A. C., Leather Co., Boston.. 
G., & Co. bp * Se, Gloversville, 10 


N. 
New Castle Leather Co., 
York 

Scherer, Oscar. Co., Boston 

Standard Kid Mfg. Co.. Boston 

Tanners Cut Sole Co, Boston 

Thomas, Lake & Whiton. Inc., Boston. 28 
U. S. Leather Co., New York City 75 


MISCELLANEOUS 


Atlantic Printing Co.. Boston 
ag ng a ete rs pe Syndicate, nine ge 


‘Calderwood & Preg, Boston 


D’Avesne Translation Bureau, Boston.14 

Edwards, T. J., Bosto 93 

Glauberg & Co., New woe City 

Grover, Nelson H.., 

Hooper Printing Co., Bosto on 

Kalter Merc. Co., Max, New York City. “131 

New York Export | pap Corpora- 
tion, New York City.. 121 

Root Co.. F. S... BOM. i oisedc oe ck 

Tolman Print, Brockton, 

University Electrotype iroundry. peel 
bridge, 91 

Van Praag Co. 
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WORK SHOES 


With Real Stuff 


in Them 





Hit 


Sturdy Uppers---Over Weight Soles 


AS 


Stock Style X 1606 Stock Style X_1616 Stock Style X 1610 
TAN KANGAROO BLUCHER CHOCOLATE DAIR Y CALF BLUCHER CHOCOLATE DAIRY CALF BLUCHER 
Unlined, Standard fast d Goodyear Two full soles, Munson Last Unlined, S dard fast ad 
stitched outersole, Munson Last Sizes 6 to 12,7 wide 
“4 < 7 Heavy doubl. I 
Soft Cap Price $3.90 rah PF “ie 
. Sizes ie 
Sizes 6 to 12,6 wide Stock Style X 1615 BS pang 
Price $4.00 Same in Black Waterproof 
Price $4.00 








Thrifty workingmen will not pass by these shoes. And they will answer in quality 
for all you promise. In short—the “money’s-worth” all through which your customers 
ought to expect. 
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PARKER, HOLMES & CO. 


**The House That Helps’’ 
BOSTON MASS. 


Se TTT eT eT enlmiinie MT © 1) 


PTTL ULL © 
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Entered as second-class mail at the Post Office at Boston, under the act of May 24, 1918 
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Wis The keynote of smartness in season it | 
x able footwear for women has for WN 
Ss years been sounded by the Lindner | 

organization of master shoemakers 

| 
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) appreciation until today the name 


stamped on a shoe means 

Pa > ~=—s preference by your most exclusive 
é | customers. A card or wire will | 
. bring our representative with sam- | 
8 ples of the Lindner line, together 49 | 
Ss h y of how b Oli 


with a detailed story of how best we 
Vk can serve you. 
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The Solution of Your Style Problem 








In high boots.of light colored kid merchants 
are finding a solution to the problem of 
selecting salable styles. This is evidenced by 
the following excerpts taken from news items 
in publications which are leaders in their line. 


NEW YORK TIMES 

“The chief change in women’s shoes is in 
their height, and the newest designs will be 
ten inches high.” 


DRY GOODS ECONOMIST | 

“Many manufacturers report good sales of 
boots ranging from eight to ten inches in 
height, in many novel designs, with light- 
colored leathers promising popularity for 
fall and spring.” 


BOSTON POST 

“Boots ten inches high were the predom- 
inant feature of the Style Show. . . . These 
boots were of colored kid, and one of the new 
features was the curved top line.” 


BOOT-AND SHOE RECORDER 
“Indications are that a ten-inch boot will 
prove acceptable to women of fashion.” 


WOMEN’S WEAR 

“If the merchandising plans of some of the 
largest retailers of the country are successful 
this fall, somber black, which has been prac- 
tically the only accepted color in footwear 
for the past few seasons, will be thrown into 
the discard, and dazzling shades, such as 
Midnight Blue, Camel, Gray and Autumn 
Brown, will take its place.” 


SHOE RETAILER 

“Colored kid promises to be a prominent 
factor in the fall selling. Golden Brown and 
Blue likely to lead in colors. Many effects in 
combinations will be shown.” 


Order your boots now of good, dependable 
VODE KID in the predominating shades 
of Blue, Camel, Gray and light Brown, and 
you will be sure of a healthy business for the 
coming season. Names of manufacturers who 
are making these boots, as well as a com- 
plete plan to assist you in selling them, will 
be sent on request. 


Standard Kid Manufacturing Co. 
Boston, —. Kl at) 


Branches in New York, Philadelphia, Rochester, 


Cincinnati, Chicago, St. Louis, and Montreal for Fine Shoes 
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IT CAN BE DONE 


We Are Organized To Help You Give Your Customers 
Fine Welt Shoes At the Prices They Are Ready to Pay, 
$6.00 to $9.00 Per Pair 
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HAT do you think of a 

proposition that will give 

you smart, finely made, 
splendid quality shoes for men to 
retail profitably at $6 to $9 per 
pair? 


We can never make you realize 
what these shoes really ARE un- 
less you see some of them. 


Such prices would not be possible 
if we had not readjusted our man- 
ufacturing and merchandising 
policy to one of volume produc- 
tion and close merchandising 
methods. 


Shoes made of Gallun’s or Law- 
rence’s top-grade calfskins—with 
choice Oak and Union Soles—best 
grain innersoles—fine twill linings 
—in short, honor built all 
through. 


When may we “show you’’? 


Our salesmen have just left with 
complete lines and will gladly 
meet you if you will write for 
an appointment. 


MILFORD SHOE COMPANY 


Reorganized in management on a policy of volume production with 


oth, 





which offer a new phase on the present problem of shoe merchandising 


MILFORD, MASS. 
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Sample No. 1001 
Ritz Last—Gallun’s 
Tan Calf, 6 Iron 
Grain Solid Inner- 
sole. Selected 10 
Iron Oak Outersole 
—Wingfoot Rubber 
Heel and Fine Twill 
Lining. 
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Make Business Good 


HEN all stores are 

feeling optimistic 

and zippy and are hust- 

ling for business, it is a 

hard job to make a big 

killing in the shoe busi- 
ness. 

On the contrary, when 
your competitors are blue 
—and telling everyone 
that business is bad—and 
staving off the bankers— 


that’s the great 
opportunity for a 
live wire to pull 
out ahead and 
absorb an extra 
ration of gravy. 


Jot down this prediction. 


In every important city in this 
country some one store will make 
a wonderful, run-a-way race and 
win a position of style leadership 
by making a drive on colored 
kids. We know because we make 
it a business to keep track of 
such things. 


New York is absolutely com- 
mitted to colored kids for Fall. 


Paris wears them almost ex- 
clusively. 


Face the facts. Can 
you get through this 
Fall without any busi- 
ness or profit? 


The way out is col- 
ored kids. If you act 
at once you can still 
get in a stock for Fall. 


FINEST BLACKS AND COLORS 


Amalgamated Leather Companies, Inc. 
Formerly F, Blumenthal & Co. 


WILMINGTON, DEL. 


BOSTON 
103 South St. 


ST. LOUIS 
911 Locust St. 


ROCHESTER 
123 Mill St. 
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WE PREDICT 


A Boom in the Shoe Industry 


We don’t know when it’s coming, or how big it will be; but compared with recent and 
present conditions in the trade, almost anything will seem like a Boom. 

And because conditions are about the worst we have ever seen, we know that, sooner or 
later, the reaction must be so great as to really amount to a Boom. “The wheels of progress 
have not permanently ceased to revolve. 

While we are all waiting for the Boom to arrive, and you have time in which to ponder 
upon the things which will draw to you a generous measure of future business, wouldn't it be 
well to give some thought to one (perhaps the most) important factor in shoe-building and 
shoe-satisfaction, and its relation to your interests? We refer to 


SHOE-LINING EFFICIENCY 


There are just two reasons for using a shoe-lining. One is for the sake of appearance. 
The other is to add durability to the shoe. Any question about it? If both these features are 
not present in generous measure, why use a lining at all? Better an unlined shoe. For a 
poor lining is not an asset. It is a terrible liability. 

The price paid (whatever it may be within reason) for a lining combining appearance and 
durability in a superlative degree is the most logical and effective form of insurance premium 
imaginable—and there is a big rebate in the form of Good Will. 

Be honest with yourself; apply reason to the problem, and you can come to but one con- 
clusion. And if, having reached this conclusion, you care for a helpful suggestion, we would 
say—use 
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DOUBIETWILL 


SHOE LINING | 


\. H.HOLBROOK 
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“COUBLETWILL” is built upon the assumption that there are, as above stated, just 
two reasons for lining a shoe; and with the specific purpose of combining so large a measure of 
durability with such an attractive appearance that it will be an asset of the greatest value in 
any shoe. 

Our utilization of the principle of Balanced Construction adds substantially to the meas- 
ure of service per unit of bulk, and at the same time takes it completely out of the realm of 
the ordinary in regard to appearance. It offers, as a whole, the sort of value which makes its 
first cost fade into insignificance, because of the somewhat intangible, though no less real, 
Rebate of Good Will it will inevitably return. 
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‘“‘DOUBLETWILL”’ Shoe Lining Is Made in But One Quality. 
It Is Sold Only by W. H. HOLBROOK COMPANY 
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THE BEALS-PRATT SHOE (fg) 


‘ 


There are Shoes manufactured today that are sold for less 
money than Beals-Pratt Shoes. Equally true is it that there 
are plenty of others which sell at higher prices, but you won’t 

~ find Shoes of the same high Quality and the same good Value 
at the prices for which Beals-Pratt Shoes are sold. 


Our obligation to our customers is to produce better Shoes 
than any other source can supply at our prices. Until you 
find a line that is consistently better than Beals-Pratt Shoes 
at our prices, you can safely rely upon Beals-Pratt Shoes. 


Beals-Pratt Shoe Mfg. Co. 


Milwaukee Watertown 
Wis. Wis. 


THE BEALS-PRATT SHOE (] 
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SPARTAN 
CALF 


| Cf re Thi edi b ae : 
Color 32: Aadid & cenig Soelan: <P leathers 
‘from makers of the highest grade always 


Medium Brown™ pit shoes. It is accepted as the new 
brown shade, and should be sampled 
0 ~_ shows 


. fin order to be appreciated. 
WwW hi Cc h 


a could weds — wa y 

an the continued demand for this 

Colo r 3 aj famous color originated by us. De- th ec 
Tony Red spite predictions to the contrary, st y l e 


we are still having large and steady 


Gmesth) orders for Tony. wi inds 











(Smooth) 


7 R d ph mse all 3 omy a a 
eather is on the Tony color. 
ony e Nothing seems to please our trade 


(Boarded) so well for a boarded stock. 


CRESCO 


e old The etd sabable. Year by year we make more of it for 
winter shoes. It seems an accepted trade fact that 
CRESCO isthe only waterproof leather that takes a polish. 


CREESE &©COOK CO 


CREATORS OF NEW CALF LEATHERS 
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DANVERSPORT RPS! NOPAN 95 SOUTH ST. BOSTON 
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BROGUES 


Carried in stock for Fall. A 
complete range of sizes and 
widths for immediate ship- 
ment. 
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Women’s No. 4 Gallun’s 

Norwegian Calf Brogue 

Oxford, Wellesley Last. 
10/8 heel. 
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Gallun’s No. 4 Norwegian Calf Oxford. 
Our Stock Style Catalogue Will Interest You Heavy Single Sole. Perforated Pinked Wing 
Tip and Foxing. Stitched Around Heel Seat. 
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" BOMPson BROS..SHOE 


MEN’S FINE SHOEMAKERS 
BROCKTON 


NEW YORK BOSTON CHICAGO 
930 Marbridge Building 207 Essex Street 35 Dearborn Street 
Address all communications to Brockton (Campello), Mass. 
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(oO shoes must, of course, look the 
part first of all. 


NAVONOD CALF will give your shoes 
the best possible surface appearance— plus 
an assurance of quality. 


No customer who picks up a shoe made 
of NAVONOD CALF can help feeling 
that he has a quality shoe in his hand. 


Moreover— 


“NAVONOD CALF is the Out- 
ward Evidence of Quality Within.” 


DONOVAN BROTHERS, INC. 


44-46 SOUTH STREET BOSTON 
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The Story of 
The Second 
Post Ad. 


Some shoes are notorious 
for their failure to hold their 
shape. 


We believe that a shoe 
should be made of fine leath- 
ers over good fitting Lasts 
that have across the bottom the 
necessary width to allow a foot 
to lie naturally and comfortably. 


Sole leather costs more than 
upper leather, but the saving 
made won't reimburse a cus- 
tomer if his foot first “‘piles 
up” because of insufficient 
room and then “runs over” 
the sides, making the shoe 
look “sloppy.” 


Nunn-Bush soles and in- 
soles are full width—some- 
thing more exceptional than 
many would think. 


This advertisement appears 
in the Saturday Evening Post, 
September 25. It’s the sec- 
ond of the series explaining 
to two and a half million peo- 
ple why Nunn-Bush Super- 
fine shoes are the finest shoes 
made today. 


Nunn, Bush 
& Weldon 
Shoe Co. 


Milwaukee 
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Why This 
Stylish Shoe 
Keeps Its 


‘mace ante asr sees Ser SY Shape 
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HE last and inner sole of a Nunn-Bush 

Superfine Shoe are made full width. 

As a result, the foot is never cramped 
and the shoe does not bulge, run over at the 
sides, or in any way lose its shape. 


Of course, this liberal use of sole leather for 
the sake of comfort and style is more costly 
to the makers of this fine footwear. But no 
less perfect method would be in keeping with 
the standards of workmanship and materials 
for which Nunn-Bush Shoes are known. 


Nunn-Bush Shoes are on display 
in the larger exclusive shops. 


Nunn-Bush Style Book on request. 


NUNN, BUSH & WELDON SHOE CoO. 
MILWAUKEE, WISCONSIN 
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Do people think of you when 
they think of shoes? 
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Here’s your chance to make yours 


the shoe store 


Do people think of your shoe store or 
shoe department as different from every 
other one in town? 

If not, your repeat sales depend largely 
upon chance. Your customer of today 
is your competitor’s customer of tomor- 
row. The prestige you want and can get 
is dependent upon the individuality you 
establish for your store. 


How you can gain prestige 


You must sell, not only good shoes, but 
famous shoes. A merchant is known—or 
unknown—in proportion to the distinc- 
tiveness of the shoes he carries. 

For years the Red Cross Shoe has been 
the best known, the most distinctive 
woman’s shoe in America. 

Now the biggest idea in shoe designing 
ever worked out, presented for the first 
time in one of the greatest publicity cam- 
paigns ever conducted for a women’s 
line, is increasing immeasurably the pres- 
tige of this already famous shoe. It is 
arousing millions of women throughout 
the country to a new interest in Red 
Cross Shoes. 


Motion pictures are the basis of the big 
idea—motion pictures and a recognition 
of what women want in shoes. That is 
style first—and to the last. Smartness, 
trimness, gracefulness that persists 
through months of wear. 


How moving pictures put into Red Cross 
Shoes the lasting style that so distin- 
guishes them is now being revealed for 
the first time. The unusual story of 
motion pictures in shoe designing is being 
told to more than 3,000,000 readers of 
America’s largest and most influential 
women’s publications—because we real- 
ize that lasting style is' of utmost interest 
to every woman buyer. 


of your town 


Here is the part the movies play 


A young woman wearing a model pair of 
Red Cross Shoes walks across a snow- 
white carpet—the focus of a moving 
picture camera following every step. 
Sixteen times a second the camera clicks, 
64 times at every step. Sixty-four pic- 
tures showing the foot in every possible 
walking position, revealing at every 
movement the strain that lasting style 
must withstand. 

Hundreds of these pictures are taken. 
And to Red Cross Shoe designers they 
reveal secrets that could not otherwise be 
known. They show how totally the foot 
in action differs from the foot at rest. 
They tell the way to make shoes that 
will move with the foot—not against it, 
shoes that will look small and graceful on 
the walking foot: 

Result: Shoes that accommodate them- 
selves to every movement of the foot, 
whose moving lines are stylish, that keep 
their smartness to the last. 
Approximately 15,000,000 copies of the 
new Red Cross Shoe advertisements will 
appear during the fall, winter and spring 
months in the Ladies’ Home Journal, 
Vogue, Photoplay and the Christian 
Science Monitor. Never before has any 
woman’s shoe had such publicity. 

This means prestige—greater prestige than 
ever for the Red Cross Shoe. It means 
greater prestige for the dealer who sells 
the Red Cross Shoe. Put yourself at the 
head of the column in your town. Make 
people think of you when they think of 
shoes. Sell the Red Cross Shoe—“the 
most salable shoe in America.” 

A wire or letter will insure you an early 
interview with one of our representatives 
and will in no way obligate you. Send it 
today—now. 


The Krohn-Fechheimer Co. 


905 Dandridge Street 


- Cincinnati, Ohio 
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The Strongest Leader 
in Men’s Shoes 


An all leather Goodyear welt Mahog- 
any bal shoe that you can sell (with 
a good profit) at $10. 


Built of solid leather throughout, on a 
snappy, up-to-the-minute last. 


You can put this shoe into your store 
and make it your big leader. It will be 
the basis for bringing in the maximum 
number of men, of which there are 
thousands who are seeking this kind of 
a quality shoe at $10. 


You don’t know how easy it is to win 
trade until you have a leader. The 
Donley Shoe is a real leader! 


Order a sample dozen pairs and find out 
why. 


W. E. DONLEY SHOE CO. 
KENOSHA -+- WISCONSIN 


ENOSHA WISCONSIN.US.A 





BAS Ree tet 
Rectito tapi? 4 


[Less Discount] 


Widths: 
AA D 


Sizes: 


3 11 








IN STOCK 


The greatest value in an all-leather 
Mahogany bal Goodyear Welt dress 
shoe on today’s market ! 























Order a sample 
dozen pairs today 


W. E. DONLEY SHOE CO. 
KENOSHA “es WISCONSIN. 


The , 
ARISTOCRATIC| ni 
SHOE 
at the 
MOCRATIC 
PRICE on 
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C302—Wave Oxford, Made trom No. 26 Russia 
Calf, Fells Last, Heavy Single Sole, Center Tip 
Perforations. Pinked and Pertorated. 


X27 


B125—Carlton Last, No. 4 Norwegian B232—Marbridge Last,"No. 26 Russia 
Blucher, Double Sole. —. ee Heavy Single Sole, ““Wing- 
oot” Heel, 





SHOES FOR YOUNG MEN 
~AND- 
MEN WHO KEEP YOUNG 











Richards & Brennan Co. 
Randolph, Mass. 


























‘Distinguishes 
KING TWILL SHOE LINING 


§ Care in weaving and finish- 
ing this cloth has produced a 
lining in which manufacturers, 
almost to a man, have placed 
their confidence, because of its 
superb appearance and long life. 


GUARANTEED 2 YARD 
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Guaranteed Weight 
Guaranteed Quality 


J That is the simplest and most concise 
statement of the facts, Mr. Manufactu- 
rer. It means that you know precisely 
just what you buy for your money. 


Minimize the number of torn linings 


by using any of the BIG FOUR. 


Careful wrapping preserves 
the mellow quality of the goods from the 
wear and tear of shipping 


= ulius Kallman Company | | 


Boston Cincinnati 


SAMPLES 
FORWARDED 
ON REQUEST 
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BS Belin beautiful brocaded slippers are 
in our Stock Room, ready to ship. 
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Stock No. X338—Beautiful Silver Satin 
Brocaded Side Seam Opera, 2 1-8 inch 
Full Louis Heel. Widths AAA to C. 
Me Cee cuss. fleece eka $7.50 


Stock No. X339—Same in Gold Satin 
Brocaded: Prices... .....3.,..: . $7.50 


Nathan D. Dodge Shoe Co. 
Newburyport, Mass. 


E. T. Fogg J.P. Murphy oseph Shaw M. C. Oberdorfer Solly Schweitzer 
New York ladelphia San Cal 
183 Essex St. 751 Marbridge Bidg. 600 Denckla Bidg: 20 W. Jackson Bivd. Keil Build 
1115 Great Northern Bidg. 770 Mission St. 
Harry Wheeler Shoe Co. H. W. Drake Rosenthal Fred Fuhrman Bert Grosskurth 
163 Yonge St. 


tgomery, Ala. Kansas City, Mo. La Campagna Bldg. Mexi 
223-227 First National Bank Bidg. 537 Ridge Bldg. Rizal Ave., Manila, B. I. Hotel Regis Room 7, Toronto, P. O. 
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L. Tristani 
Care of Consolidated Steel Corp. 
Royal Bank of Canada Bidg. 
Havana, Cuba 
All goods sold F.O.B. Newburyport, terms, net 30 days. Single pairs, 25 cents a pair extra 


Prices and Deliveries Not Guaranteed 
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A few of our ready-to-ship 
styles of Men’s Flexible 
Goodyear Welts. Doing a 
retail business on a profit- 
able basis is easy with 
“Civilian Rite-Easy 
Shoes.” Send for In-Stock 
Style Catalogue. 


Stock No. 35 Stock No. 39 
Civilian Civilian 
“‘Rite-Easy”’ ‘*Rite-Easy’”’ 


Goodyear Welt Flexible; K. B. patent- . Good year Welt Flexible; K. B. patent- 
ed innersole; black kid whole quarter We have a strong proposition ed innersole; Havana brown ki idd bal.; 

blu.; Derby last; single sole; Good- a Panama last; single sole; Goodyear 
year Wingfoot rubber heel; 4 and 5 to retail at $10 Wingfoot rubber heel; 4 and 5 wide. 


CIVILIAN SHOE COMPANY 


WARD HILL, MASS. 
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AVOID WELTING WASTE 


EVERY SAVING COUNTS IN PRESENT 
DAY COSTS OF SHOEMAKING. 


NO SHORT ENDS | 
_—SOLD AS SCRAP | 
LEATHER 





Barbour Grooved Endless Welting 


has economic features deserving your attention 


It is put up in 50-yd. hanks of guar- | cemented and protected by a patented 


anteed measurement. waxine paper envelope, so that by a 


It is grooved accurately and carefully, simple pressure of the fingers the ends 


following your exact specifications. 
It is provided with the ends scarfed, 


BROCKTON RAND COMPANY 


BROCKTON, MASS. 
Boston Office, 12 High Street 


may be readily joined together, 


entirely eliminating end waste. 
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Luclus BEEBE & SONS > 


129 SOUTH ST. BOSTON, MASS. 











BLACK AND COLORED CHROME SOLE 
SHEEPSKINS FINDINGS 











AYER TANNING CO. 
MANUFACTURERS OF 


RUSSIA CALF 


BOARDED AND SMOOTH . 
BLACK AND COLORED SIDES 
CALF LININGS ELK SIDES 
SPLITS | BAGLEATHER 
MAT CALF METAL CALF 

LOT : 
4 
AYER’: 
soozesc] TANNING Basse 
131 a BOSTON, 
SOUTH ST. SUM MASS. 
| ee : 
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TRADE MARK 


ASplendid Buy at Reduced Prices 


Owing to the marked popularity of the “Peggy Last,” we have 
decided to-further promote its success by keeping our In Stock. 
Department well filled with these styles AT GREATLY RE- 
DUCED PRICES. 








Every number described on this page is now in demand, and a 
big seller. 2 








Order immediately and you 
will get them at the exact time 
you specify. 






















































































Pat. Leather Button, Dull Top, Plain 
rey, 4 Last 
7504—3 to8. D . Wedge Heel. 
7505—1 to5. DandE. No Heel. 


Brown Vici, Button Top—Peggy Last 
7542—3 to8. DandE. Wedge Heel. 
7543—1 to5. DandE. No Heel. 


Black Vici, Pat. Tip, Button—Pe Last 
7558—3 to 8. DandE. Wedge Heel. 
7559—1 to5. DandE. No Heel. 


Brown Vici Vamp and Fox, Brown Cloth 
Top, Button—Peggy Last 
7560—3 to8. DandE. Wedge Heel. 

7561—1 to5. DandE. No Heel. 


A Special—Two Big Selling Numbers 
Baby Patterns 

Dongola pat. tip. Button. 1 to 6. 

Pat. vamp and. fox dull top button. 1 to 6. 


Weimer, Wright & Watkin Co. 























Manufacturers 














35 S. SECOND ST. - - PHILADELPHIA 








New York Salesrooms: Bush Terminal Sales Building, 42nd and Broadway 




















BOOT AND SHOE RECORDER _ ‘Sept. 18, 1920 





























RRR RRR RRR 

















Display Shoe Trees | 
and you will increase 
their sale. 














MEN S VENTILATED PACK-FLAT No. 25C 








L T is safe to say that a large percentage of your customers are 
unfamiliar with the value of Miller Shoe Trees, and certainly 
everyone is interested in what will keep their shoes in shape and 
add to their life of usefulness. 


To awaken desire is the secret of merchandising, and you will 
find that by displaying Miller Shoe Trees in your windows and 
about your store you will create interest and furnish a better 


opportunity for your salesforce to explain the merits of Miller 


Shoe Trees. 


We will co-operate by furnishing attractive display cards. If 
you have not seriously considered Miller Shoe Trees and their 
possibilities for service and profit, won't you request a catalog? 


SAPD 


Shoe Tree Division 


O. A. Miller Treemg Machine Co. 


Brockton, Mass, 
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» Number foro 


This shade of LEVOR 
GRAIN KID combined 
with No. 63 (adark brown) 
has proven an oasis in the 


Desert of Indecision. 


G.LEVOR 8CO in. 


TANNERS OF CABRETTAS 
NEW YORK, BOSTON, GLOVERSVILLE, N.Y.,ST.LOUIS, MILWAUKEE 
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HE leather is the big. factor- in- retail 
‘shoe sales. 


OUR customers may know little or noth- 
ing about the construction of shoes, 
but they do know a wee leather when 

they .see it. 


HE unmistakable excellence of. P & Vv. ‘- 
Leathers is as appareae:4 to the layman aa 
as to the technical man: . 

HEY look for your styles to change, but 
rightly expect the quality of-your leathers. 


to remain*the same. Adhere-to P &V ~~ 


unvarying quality as a safeguard for your 
business good will. : 


Pfister & Vogel Leather Co. 


Milwaukee, Wisconsin 
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Do You Want ACTION on 
Your Immediate Needs? 


OUR STOCK DEPARTMENT CAN GIVE 
IT TO YOU—WITH THE BEST OF THE 
FALL STYLES AT PRICES AND WITH 
LEATHERS SHOWN BELOW. PICK OUT 
A STYLE AND A LEATHER AND SEND 
US A SAMPLE ORDER—LET’S GO! 


















Golden Brown Kid.......$7.75 Mahogany Calf.......... $6.25 
Havana Brown Kid....... + so Mahogany............... 5.85 
Black Kid............... Mahogany............... 5.50 
Brown Kid............... 30 Mahogany............... 5.20 
TS eae 6.00 Black Calf............... 6.50 







Black Kid............... 5.60 Gun Veal................ 578 
Mahogany Calf. . .... 6.75 Gun Metal.............. 5.50 
eS | era rere 6.75 Gun Metal.............. 5.20 







WM EE. ot 3a 5. canes es 6.50 Russia Calf.. ess <r 
Nut Brown Calf. . 6.50 Russia Calf.............. 5.75 
Mahogany.. . $4.75 











NEARLY 100% OF OUR ORDERS CALL FOR > 
GOODYEAR WING- HEELS 


PENNINGTON - CROWELL 
SHOECO. | 


Specialty Manufacturers of Men’s Quality Welts 
Manchester “* New Hampshire 
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BARKER 
BRAND 











THEY FILL THE BILL— 
When you carry the full line of Barker Brand Shoes you are secure in the knowledge that whenever 
a customer comes in for work shoes you can fit him out with exactly what he needs. Small line, 


but each shoe meets many requirements, and together they cover the field. 
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THEY FILL THE TILL 


Barker Brand Shoes get the business because they're of the type that men want. They hold it 
because they’re of the quality that men want. They increase it because they make a booster 


of each wearer. Short line—exceptional values—quick turnovers. 
NEW YORK OFFICE, 149 DUANE STREET 
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SIDE AND VEAL 
UPPER LEATHERS 


By specifying Monarch Upper 
Leathers you are assured the 
right combination of STYLE, 
PLUS QUALITY. 


Consumers of shoes demand 
quality along with style for the 
prices they are paying today. 


’ {MONARCH LEATHER CO. 


CHICAGO NEW YORK 
BOSTON 
U. s. A. 




















Sept. 18, 1920 BOOT AND SHOE RECORDER 31 





THERE ARE NO BETTER 


SHOES 


FOR FIt FORSTYLE FORWEAR 


A QUESTION OF s 


) IF ITS ANY OF THESE QUESTIONS 
THAT’S TROUBLING YOU, OUR STOCK 
| DEPARTMENT WILL SOLVE THEM ALL 











For Example 


ALL THESE FEATURES 
ARE ALL EMBODIED IN 
THE STYLE SHOWN 


STYLE NO. B-501 
TREND 















Chippendale Russia Calf Bal, Goodyear 
Wingfoot Rubber Heel. AA 7-11; A, B 
6-11; C, D &11. Code word URIAH. 


Price $6.85 


F. M. HOY'T SHOE CO., Manchester, N. H. 


STOCK DEPARTMENTS LOCATED AT 
18 SOUTH WELLS ST., CHICAGO, ILL. MANCHESTER, NEW HAMPSHIRE 
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This National Cash Register shows 


@ The business handled by each clerk 
. @ The business in each department 


With this register you know which 
clerks are the most valuable. You can 
fix wages on actual selling records. 


It gives you printed and added records 
which you need for a profit-sharing or 
bonus system. This makes your em- 
ployees vitally interested in increasing 
your business. 


This register tells which departments 
of your business are making the most 
profits. 


It tells when a department is not 
producing as it should. You know 
when to start a selling campaign to 
put any department back on a paying 
basis. 


It is the best way to get the facts you must have 
about your business 


We make cash registers for every Ine of business. Priced $75 and up. 


NATIONAL 


CASH REGISTER CO. 


DAYTON. OHIO. 
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Racine, Wis.—_FACTORIES—Waupun, Wis. 











THis Is THe SHOE 
Everyone Is Talking About 


It is the Entire Output of our Waupun Factory 


Cocoa Brown, Full Grain Calfskin Uppers 
Nine Iron Rock Oak Outsole— 
Grain Leather Insole 


ORDER NOW 
6-11 In Stock B, C, D 


DAVIES SHOE MFG. CO. 


RACINE, WISCONSIN 
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OUR TURNS NOW CARRIED IN STOCK 


It will pay any dealer, buying from our “In-Stock Dept.” to get acquainted with our 


desirable and dependable shoes. 


Here’s opportunity a plenty for choice style 


selections possessing qualities that guarantee attracting merchandising value. Why 
not let us show samples and quote you prices of our newest novel effects. 


No. 1237 ILLUSTRATED 


Dorothy Pump in Black Kid, Black Satin or Blue 
Lévor with high or low heels. Three weeks delivery. 


‘Every Shoe A Business Builder’’ 


HopkKINS & ELLIS, HAVERHILL, MASS. 


BOSTON OFFICE, 108 LINCOLN ST. 
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PRizma COLORED KIP SIDES , 

are of the same high standards } 
of .manufacture as our famous 
PARAMOUNT Lines. 


THAYER- FOSS COMPANY 
BOSTON, MASS » U-S-A- 
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A BLACK OR BROWN 
OOZE PUMP 





STYLE NO. 
205 

















THIS CUT REPRESENTS OUR PAT- 
TERN PUMP MADE OVER A COIN 
TOE, STRICTLY PUMP LAST WITH A 
15-8 HEEL. PUMPS WILL CONTINUE 
TO BE A POPULAR STYLE BECAUSE 
OF THEIR CLEAN-CUT, TRIM AP- 
PEARANCE AND THE CONVENIENCE 
IN PUTTING THEM ON AND OFF. 
THE STYLE ILLUSTRATED ABOVE 
MADE IN OOZE OR ANY OTHER 
LEATHER WILL FIND A READY SALE 
ne NEXT SPRING. 



































THE JOHNSON BROS. LINE FOR SPRING 
1921 INCLUDES THE LATEST, MOST AT- 
TRACTIVE STYLES IN STRAPS, PUMPS, 
OXFORDS AND BOOTS. : 


SALESMEN NOW ON THEIR TERRITORIES. 


JOHNSON BROS. SHOE 
MFG. CO. 


HALLOWELL, MAINE. 
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VAUGHAN'S| AVORY 


























THE SOLE THAT HAS MADE WHITE SHOES STAPLE 





























Trade Mark Registered 


(Y ‘ws AUGHAN'S IVORY SOLE 
( i} LEATHER has a genuine 
smn sya sales appeal to wearers of the 

\ better class of white footwear. 


White clear through, Vaughan’ s 
Ivory soles and heels cannot 
crack or peel. No paint or 
spray is necessary to obtain 
that clear, distinctive Ivory 


Costs No More Than 
tone which never changes dur- 
Other Good Sole Leather ing the life of the shoe. 


Insist upon Ivory Soles and Heels when ordering white shoes. 
Through increased buying, your customers will quickly show 
their appreciation. 


GEORGE C. VAUGHAN 


TANNERIES AT PEABODY, MASS. 
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“NOV. ILLA KID is a product made 
from large calfskins and heifer hides—in 
every respect the equal of glazed kid—but 
superior to it in point of wear, and shape- 
retaining qualities. 

YNOVILLA KID does not scuff. Its colors are fast. 
It is impervious to water. It makes shoes of excep- 
tional style, beauty and comfort. _It is lastingly lustrous. 
You can always depend upon ‘NOVILLA KID. It 
readily lends itself to all styles of lasts. Great quan- 
tities of ‘NOVILLA KID are being made into Winter 
Oxfords for the coming season. 


Write us to-day for samples and full particulars — 
regarding NOVILLA KID 


CASTLE KID CO. INC. 


Originators and Makers 
CAMDEN.N.J. 
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FOR SPRING’ 


























CREIGHTON’S 


MEN HAVE STARTED! 


Complete Spring Line 
Now Ready 



































DULL KID—GOODYEAR WELT 
LEATHER LOUIS HEEL 
NEW OPERA TOE LAST 
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dren’s shoes and men’s slippers long ago 
proved the value to the retail trade of their 


unique spirit of co-operation. 


| YNN’S manufacturers of women’s and chil- 


Today this co-operative influence finds mani- 
festation in at least two important ways—first, 
in the agreeable resumption of the business of 
accepting and filling orders from customers all 
over the world, and, second, in the harmonious 
adjustment of relations with factory employees. 
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Lynn’s thermometer of the shoe industry records 
rising activities throughout the retail shoe 


BARTLETT-SOMERS Co. 
CoTTer SHOE Co. 
Grecory & Reap Co 


ALLEN, GoLLER, LercHTon Co. 
Burpett SxHos Co. 
A. Fisoer & Son 
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business. Orders for spring goods indicate con- 
fidence on the part of dealers and a steady, if 
gradual, movement toward normal. 


These things do not merely “happen.” Lynn’s 
progress in the shoe industry, her constantly 
growing strength as a great factor in the world 
of shoes, can be traced very largely to the prin- 
ciples of co-operation in the production of high- 
est-quality-merchandise which have from the 
first inspired Lynn’s manufacturers. 


Lynn-made shoes for the coming spring will be 
better than ever before! 


P. J. HARNEY SHor Co. HENNEsSEY,MaxwELL & HENNESSEY 
G. W. Herrick Sxoz Co. T. J. Krsty & Company 
Watson SHor Company WiuuraMs, Cuark & Co. 
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F SNYDER CATERS o> Ti — 


O 
ERS OF THE 
TURD SHOE eS PUL 
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ATLAS KID APOLLO KID 
ACHILLES KID ) 


ALL POPULAR UP-TO-THE MINUTE SHADES 


WE ARE THE LARGEST MANUFACTURERS OF SEMI 
CHROME LEATHER IN THE WORLD 


EBONY CAGRETTAS 


AGENTS IN ALL CAPITAL, and SURPLUS 
PARTS OF THE WORLD OVER °1,000,000 


VIGORY BOARDED KIPS 























WA, 






































ex ZZ wy} 
| 4 P : ade. q 
> Zoe an =~ =; As ‘SNe 
(ear i bs =a ll Wl, SN l 















































J Si 
Es 















































































































































We IA ; 7 } : i 
=) | > af 1 i (3 L/ > a o CLA \ oN 
i 4 | \ 
A | <= ‘ \ \< Oe aw ‘ 
: Blin *% > as ss 4 re 
Da val al ON eS Woz ry: Dau 
SELSZ x y a 4 
™ - ‘ = 
18 1 = Wwe ‘ 
e a s tial Fe ‘ <= a Pa Le, SS lid bs _ an == 
as = — Ie: =! si) =) =i ol = ol wl ot EX 08 of af ot of of 96 of st o¥ of ol st 51 5) 8 31 is =i sf ot wl sl ol 1a f 


Asc ae CT <i 
we arg e. GS ot TS Oy) vo [ 


inva De ee Be ee ae % 





JE detect a strong trend on the part of 
prominent retail dealers to supply 
their stocks next Spring with an 
abundance of high-grade, high-style 


shoes for Women. 





Already our Spring orders for Watson’s 
Welts for Women answer affirmatively 
any question as to the resumption of 
retail activities in this realm of fine 


footwear. 
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All of which confirms our own belief 
in the permanent appeal of shoes of 
top-quality—and in our policy of pro- 
ducing them. 
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Watson Shoe Compa 
Women's Fine Welts Exclusively 


LYNN, MAS SACHU SE TT S: 
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Maintains in Wool 
and Camel’s Hair 
the Distinction long 


held by “Onyx” Silk. 


° SSCS 


Let us quote you 
prices on fine Eng- 
lish and Domestic 
Sport Hose in the 
most wanted colors 
and patterns. 


SS 


Emery 6 Beers Company, nc. 


Sole Owners and Wholesale Distributors 
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BROADWAY AT 24th STREET 
NEW YORK 


INQ 


J 


Boston Office: Chicago Office: Philadelphia Office 
31 Bedford Street North American Bldg., State 1033 Chestnut Street 
and Monroe Sts. 
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San Francisco Office: 210 Pearl Street, Mutual Life Building 
259 Geary St. Buffalo, N Y. 
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Style 231 





IN-STOCK 

















SUEDE THEOS and FALL BOOTS ‘3. 


231—Black Suede Theo Tie, Cov. F’1 Louis Heel A—D $7.00 
232—Brown 25 Nubuck Theo Tie, Cov. Full Louis 


Cov. 


Heel. A-D 


233—Beaver 23 Nubuck 3 si 


Louis Heel. A-D.. 


260—Black Kid Theo Tie, Cuban Heel. 


110—Black Kid Theo Tie, Cuban Heel. B-D... 
261—Patent Theo Tie, Cuban Heel. A-D 
218—Black Suede Oxfords, Plain Toe, Cov. Full 


Louis Heel. A-D 
vain, = ee Oxford, Im. Tip, Lea. Cuban 


Heel. 
223—Brown 25 Nubuck 2-Eyelet Tie, Cov. Full ‘ 


Louis Heel. B-D 


Style 493 


493—Patent 9-inch Lace, Mouse 
Kid Top, Lea. Louis Heel, Welt. 
A-D $7.00 


433— Patent 9-inch Lace, Mouse 
Lea. 


$6. 50 
Pog a 9-inch Lace, Gray 
a Top, Lea. Louis aes 


Brown Kid Siech 
Lace, Mouse Top, Lea. Louis 
Heel, Welt. A-D 
4ll1—Hav. Brown Kid 9-inch 
Lace, Mouse Top, Lea. Louis 
Heel. A-D -00 
415—Hav. Brown Kid 9-inch 
Lace, Br. Buck Top, Lea. Louis 
Heel. B-D $6.50 
484—Patent 9-inch Lace, Dull 
Top, Lea. Louis Heel. B—D $6.00 


Similar Styles With Military Heels 


Style 417 


417—Mahog. Lotus 8% inch 
Brogue Lace, Im. Wing i 


418—Gun Calf, 814-inch Brogue 
Lace, Im. Wing Tip, A-D.. 


236—White Kid Theo Tie, Cov. F’1 Louis Heel. B—D $6.50 
235—Black Kid Theo Tie, Cov. F’] Louis Heel. B-D 6.00 
205—Dull. Kid Theo Tie, Leather Louis Heel. A-D 5.00 
204—Patent Theo Tie, Leather Louis Heel. A-D.. 5.00 
7.00 109—Black Kid Theo Tie, Leather Louis Heel. B—D 3.75 


A-D.. . 35.00 


Style 461 , 


461—Black Kid 9-inch Lace, Lea. 
Louis Heel, Welt. A-D....$7.75 


gas Style, Im. Tip, pig od 


iat dea Style, Extra Ankle, 
Welt. A-D $7.75 


491—-Gray Kid 9-inch Lace, Lea. 
Louis Heel, Welt. A-D....$8.00 


492—Same Style, Military Heel, 
Welt. A-D $8.00 


467—Hav. Brown Kid 9-inch 
re Lea. Louis Heel, Welt, 


$8. 
488—Mouse Kid 9-inch Lace, 
Cov. Louis Heel. B-D....$8.50 


Similar Styles With Military Heels 


Send for Complete List of High and Low Shoes That Are In-Stock 


THE BOARDMAN SHOE COMPANY 


BOSTON (9) 


564 ATLANTIC AVE. 


MASS. 
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THE SCHEIFFELE 
SHOE MFG. CO. 











Cincinnati Shoe Market 
has adopted the slogan 


‘Art in Shoes” 


because the same spirit that has made the 
Queen City famous as an Art Center is fos- 
tered by the shoe artisans of this market. 


They take pride in producing stylish foot- 
wear of good quality. This pride and care 
makes dependable the lines of the manufac- 
turers here represented. 


Your profits are assured with Cincinnati- 
Made shoes. 


The Julian & Kokenge Co. The Scheiffele Shoe Mfg. Co. 
The Krippendorf-DittmannCo. The Duttenhofer-Stevens Co. 
Val Duttenhofer Sons Co, The Sam B. Wolf Shoe Co. 
The Holters Co. The Charles Meis Shoe Co. 
The Helming-McKenzie Co: Helmers Bettman & Co. 

The P. Sullivan Co. The Homan-Hughes Co. 
Manss Owens Shoe Co. The Sachs Shoe Mfg. Co. 
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ROOKWOOD POTTERY 
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Brown Ooze Back Quarter, Brown Kid 
Vamp, 18-8 Wood Covered Heel, Turn, 


Made also in Blue Ooze and Henna 


THE VAL DUTTENHOFER SONS CO. 
CINCINNNATI, OHIO 
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F oundation of Business 
The Spirit of Thrift 





There are a few wasters now. There will al- 
ways be some. But the mass of the public 


are saving. 


The popular demand for style shoes—the 
seeking for style above all other qualities 
in footwear—has passed. 


Today, your public is asking first: “How long 
will these shoes wear—and how much do 


they cost?” 


The bulk of the public—your family buyers, 
your workingmen and women, your cus- 
tomers making salary ends meet— seek 
sensible shoes, good-looking but not faddish. 
They demand wearing service, at a moderate 


investment. 


More than 80% of all shoes built with branded rubber heels 
are Goodyear Wingfoot equipped 
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The Serviceable Shoe 


Demands It Now 





For manufacturer and retailer, the sensible, 
serviceable shoe—to retail at $6 to $12— 
will yteld this season’s volume. The new spirit 
of thrift demands them. 


Always essential to the average dealer, such 
staple numbers are now the very founda- 
tion of your business. To sell in volume, 
to meet your public’s mood, you must 
have such shoes. 


Markedly so, today, are service shoes made 
with guaranteed Nedlin Soles and Good- 
year Wingfoot Heels, a quick asset in your 
stock. To staple, sensible shoes, these 
products add unvarying serviceability, at 


moderate cost to you. 


THE GoopyYEAR TIRE & RUBBER COMPANY 
Offices Throughout the World 
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Reducing the 
Retail Shoe Business 
toa Science 


The science of retailing shoes is the knowledge of proven 
methods. 


It Is Known 


—that the greater the turnover, the larger the net profit. 


—that the more compact the stock, the greater is the oppor- 
tunity for turnover. 


—that branded merchandise (implying the maker’s guarantee) 
outsells plain, unknown merchandise. 


—that the amount of capital necessary to maintain a stock of 
branded shoes is comparatively small. 


—that stock shoes made to fulfill all the requirements as to 
workmanship, materials and style demanded by an educated 
public are the safest and most profitable shoes for the retailer. 


—that the boots and shoes made in great variety by Rice & 
Hutchins for men, women and children conform to every 
requirement exacted by both consumer and retailer. 


—that the merchandising policy of Rice & Hutchins in main- 
taining centrally located distributing houses minimizes trans- 
portation difficulties. 


—that thousands of successful retailers recognize these basic 
truths underlying the science of retailing shoes and apply them. 


—that the magnitude of Rice & Hutchins’ business is the direct 
result of years of co-operation with satisfied shoe retailers. 


RICE & HUTCHINS, Inc. 


10 High Street, Boston, U. S. A. 




















